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Something New! 


Write for Prices, Details and Selling Particulars! 


National Manufacturing Company 
STERLING, ILLINOIS 





No. 240 BALL-BEARING FLOOR HINGE 


View showing Hinge with one side plate, back plate and floor plate 
attached 


Dark part carries the 
weight of the door inde- 
pendent of the spring 
closing feature. 


Dark part shows the 
spring closing feature 
independent of the part 
which bears the weight 
of the door. 


View with parts broken away 
to show roller bearings and the 
pin which stands the wear and 
tear. 
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Some of the Chattanooga monuments dedicated to the men who fell in the Civil War 


VER a hundred hardware dealers from the 
Carolinas demonstrated their interest in as- 
sociation work when they took the twenty- 
four-hour train ride to Chattanooga, Tenn., to at- 
tend the annual convention July 11, 12, 13 and 14. 
Many of the Carolinans made the run in their 
machines, and among the number was President 
Reid of Lincolnton, N. C. Automobiling around 
Chattanooga was ideal, but between the Carolinas 
and Tennessee is a strip of country in the flood dis- 
trict, and the automobile squad encountered trying 
difficulties in their endeavors to drive through. 
President Reid arrived in Chattanooga four hours 
after the opening meeting with ample evidence of 
mud on his car. Mrs. Reid said conditions would 
have been worse but for the fact that a farmer 
with a mule team was in waiting at every mud hole. 
President Reid with a flattened purse in his hand, 
and a wry smile on his face, said he didn’t like to 
differ with Mrs. Reid, but doubted if things could 
have been worse. 


Popular Jim Craig 


The Carolina hardware people came to Chatta- 
nooga largely because it is the business home of 
Jim Craig. Jim is a big-hearted six-footer whose 
old home is in the Carolinas, and a year ago he 
made such a plea for the city of his adoption that 
every one wanted to look it over. With a commit- 
tee of enthusiastic fellow citizens Jim met boats, 
trains, buses and ferries at all times of day or 
night until the Carolinans were comfortably located 
in their hotels. During the four days’ stay this 
committee was on the job every second anticipat- 
Ing every desire of the visitors. 


The Opening Meeting 


The opening meeting was held in the ballroom of 
the Patten Hotel, Tuesday afternoon, July 11, with 
Vice-President A. R. Craig presiding. 

In behalf of Chattanooga, Commissioner T. C. 
Betterton welcomed the visitors to the city. Presi- 
dent C. H. Huston, of the chamber of commerce, 
was unable to be present, and ex-Mayor Chambliss 
spoke on behalf of the chamber of commerce. Presi- 
dent Fred Arn, of the Manufacturers’ Association, 
extended the hardware men a welcome on behalf of 
that organization. The response for North Caro- 
lina was delivered by Maurice J. O’Neil, of Hender- 
son, N. C. R. L. Dargan, of Abbeville, S. C., was 
on the program to deliver South Carolina’s re- 
sponse, but in his absence, W. W. Watts was se- 
lected to fill his place. Although Mr. Watts hails 
from Charlotte, N. C., he is actively interested in 
business in South Carolina. 


Secretary Dixon’s Report 


Secretary T. W. Dixon then read his annual re- 
port showing the association to be in a good finan- 
cial, numerical and moral condition. During the 
past year 23 active members, and two associate 
members, have been added to the association. The 
present membership is about 350. 

Among the most important activities of the as- 
sociation during the past year has been the work of 
the Freight Auditing Department under the effi- 
cient management of W. L. Gilbert of Statesville, 
N. C. 

During the past four years this department has 
collected $17,159 freight overcharges for the hard- 
ware dealers of the Carolinas. The costs have been 
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Little white folks and a piccaninny on the boat ride down the Tennessee River 


around $7,000, leaving a net profit of over $10,000. 
The insurance department has also made an 
excellent showing, the dividends amounting to 
something over $7,000. 
The meeting adjourned for a brief reception to 
visitors and delegates, after which a visit was paid 
to a number of the leading factories of the city. 


Chattancoga a Great Manufacturing City 


On Tuesday evening the delegates were tendered 
a reception at the Manufacturers’ Exhibit Building. 
The diversity of the manufacturing interests of 
the city proved a great surprise, and helped bear 
out the truthful statement that the yearly manu- 
factured products of the South are now selling for 
more than the yearly agricultural products. 

The Chattanooga Manufacturers’ Permanent Ex- 
hibit, which is now in its sixth year, was the ‘out- 
growth of a desire upon the part of the Manufac- 
turers’ Association to make a collective display of 
the varied products of its members, not only for 
the purpose of securing direct returns in the way 
of sales from the samples displayed, but to show 
to the world the variety and the excellence of Chat- 
tanooga-made goods and to indicate the remark- 
able industrial advancement made by the city. 

This most interesting and instructive display is 
confined strictly to products manufactured in Chat- 
tanooga and the Chattanooga district, and, while 
it by no means represents the full line of products 
of the Chattanooga factories, it serves as an index 
to their high character and quality. 

It is interesting to know that this exhibit was 
the pioneer among the collective manufacturers’ 
displays of strictly local products and it enjoys 
the distinction of being the first of its kind to 
be established in the United States. Many other 
manufacturing cities have sent delegations to Chat- 
tanooga to study this display and in a few instances 
have established similar enterprises at home, none 
of which, however, are comparable in extent, vari- 
ety or quality of products to the Chattanooga ex- 
hibit. 

That this institution has been the object of much 


interest and has been appreciated and admired is 
evidenced by the thousands of visitors who annu- 
ally go through the building and who, as shown 
by the regiscer, come from not only every State of 
the Union, but from many foreign countries as well. 

The exhibit is housed in the handsome four-story 
double building at 815-817 Broad Street, which jis 
the property of the association. 
provides a home for the association, including ek- 
ecutive offices, auditorium, reception room and con- 
mittee rooms. It affords a convenient and popular 
rendezvous for manufacturers and is the center of 
the industrial life of the city. 

Chattanooga has nearly 150 manufacturers, 
and their products range from hosiery to plows. 
The hardware visitors spent a very enjoyable even- 
ing inspecting the various exhibits and retired early 
to rest for the ride to Signal Mountain next morn- 
ing. 

Bright and early Wednesday morning on special 
cars the delegates and their friends were off for 
Signal Mountain. After a most interesting ride 
and a scenic treat from Signal Rock, which over- 
hangs the Tennessee River 2000 ft. above the sea 
level, a business meeting was held at Signal Moun- 
tain Inn. 

Signal Mountain Meeting 

At this meeting President H. E. Reid of Lincoln- 
ton, N. C., delivered the annual address. 

In referring to the value of the hardware mutual 
fire insurance of the Carolinas he said that the 
premiums saved on a $3,000 policy would pay 4 
dealer’s transportation charges to the annual con- 
vention. 

He then urged the dealers to send more of theif 
freight bills to the freight auditing department, 
and gave concrete examples of many overcharges 
collected for members of the association. 

President Reid then emphasized the importance 
of co-operation in securing favorable legislation, 
both in state and national affairs. He referred 
particularly to pernicious legislation which was 
being pushed by Senator Fletcher of Florida which 
is considered by hardware merchants to be of direct 
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benefit to catalog houses, although it is advocated 
as being for the benefit of the farmer. 

President Reid said it was a good thing for deal- 
ers to write directly to their senators and repre- 
sentatives to let them know that the merchant was 
in close touch with national affairs. 

Fred W. Graham of Greenville, S. C., then de- 
livered an address on advertising. Mr. Graham is 
a young man blessed with buoyant enthusiasm and 
a sincerity of manner that make his statements 
convincing. His address was as follows: 


Advertising a Vital Factor in Business To-day 


AS progressive business men, you are interested in 
every phase of business life. There is one factor 
which to-day stands paramount, and that is advertising. 

The history of advertising is interesting, and in 
order that we may appreciate the vastness of present- 
day publicity, I will give you a short sketch starting 
with the methods of the fifteenth century, which is 
really the first record that we have. 

In the early ages the town crier announced his 
goods from house to house, and the medieval trades- 
man advertised his goods throughout the realm by 
sending forth a crier, who rode from castle to castle. 
This form of publicity was in vogue for a number of 
years, and while very crude and laborious was consid- 
ered the best means of advertising at that time. 

Another method was the signboard, and the excava- 
tions at Herculaneum and Pompeii bear evidence to 
the fact that the tradesmen advertised their goods by 
pictures painted on the walls. 

Even after the advent of the newspaper in 1524 the 
business men or tradesmen were several years in find- 
ing out the value of the newspaper as an advertising 
medium. 

In 1624 the first miscellaneous advertisement ap- 
peared in a Dutch newspaper, and in 1682 a London 
newspaper displayed a list of advertised articles. 

In 1690 the first advertisement appeared in the 
United States, and it was over one hundred and fifty 
years before an advertisement appeared in a magazine 
in the United States, and it was in Harper’s Weekly. 

To-day advertising is one of the: leading factors in 
business, and affects the retailer as well as the whole- 
saler. 
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With the advance of merchandising methods, and 
the keen competition which the average hardware 
dealer must meet and compete with, the question of 
retail advertising is a vital one. 

The questions how to advertise, when to advertise, 
what medium, and the appropriation or allowance to 
cover the expense are the problems for the dealer to 
solve. 

The average business man does not have the time to 
devote to his advertising if he would keep up with the 
other elements of his business, so for that reason this 
important branch in a large number of cases is abso- 
lutely neglected. 

The trade journals have devoted a portion of their 
space in calling the merchant’s attention to the fact 
that he is missing his greatest opportunity by not se- 
curing business through this channel. , 


A Sensible Plan 


As a solution to the problem of the merchant de- 
voting his time to his advertising, I would suggest that 
every,retail hardware dealer in this hall to-day con- 
sider the following plan. 

Pick out the most capable young man in your employ, 
co-operate with him, place your confidence in him and 
make him understand that you are depending on him 
to show you results and let him look after your ad- 
vertising. The matter of signing contracts and decid- 
ing on the expenditure of money of course to be re- 
ferred to you. If you give him the proper support he 
will show you results. 

Advertise in your local paper, even if you are the 
only hardware dealer in your community. If your 
copy is clean, truthful and illustrated with good cuts 
you will not only increase your own business, but you 
will attract more business to your city, and you will 
even help dealers in other lines of business. 

The best advertisement for a man in business is for 
him to take an interest in his community and the im- 
provements which develop a community. 

The average business man to-day ties himself too 
closely to his business, thinking that he cannot spare 
the time to devote to public enterprises; but frankly, 
gentlemen, this is a mistake. 


Community Builders 
The successful men to-day are the community build- 

















On the top of Signal Mountain 














Marion Bennoitt tried to dodge the Graflex, but T. 
Frazier James was an accomplice of the photographer 


ers. Perhaps you will be misunderstood at times, but 
serve your community, and while you do not look upon 
it as a form of advertising it is one of the best forms, 
and you will certainly prosper. 

Attend your county fairs; write to the manufacturers 
you buy goods from and have them forward you adver- 
tising matter; either go yourself or send a couple of 
your young men to the county fairs, and you will be 
surprised at the benefit you will derive from such trips. 

Take an interest in the boys’ corn and pig clubs; 
give a turn plow to the boy who produces the best 
yield on a single acre of ground or raises the best pig. 
The money will soon come back to you threefold. 

The girls’ tomato club is a great institution, and if 
you will offer a garden plow, a fireless cooker, a home 
canner or a nice premium to the girl who makes the best 
record you will soon realize that the people know who 
their hardware dealer is. J 

Last fall we displayed the exhibit which was sent 
to the State fair, and you would certainly be surprised 
to see the work of some of the clubs. 

These girls are to be the future housekeepers, and 
you will profit by making their acquaintance while 
they are young. 

Your trips to the county fairs will be worth a great 
deal to you and your young men. It is a good thing 
for a man to get out and see how the other half of the 
world lives. 

I am speaking from experience and know what it 
means to ride through the mud thirty miles to a county 
fair, tramp around all day in the mud, sleep on a bench 
in a school house with two automobile tires for a pil- 
low, wash my face in a horse bucket, shave by looking 
in a window pane for mirror, get sick on beef hash, 
and then start home carrying a prize pumpkin and 
prize corn to show at the store. 


“Hardware Age” Strongly Indorsed 


If you are not already a subscriber to HARDWARE 
AGE, become one before you leave the building, and 
when you receive HARDWARE AGE see that the young 
men in your store study it. 

There is one department—Publicity for the Retailer— 
that is well worth the price of the whole magazine. 
Have your boys send copies of the advertisements that 
have appeared in your local paper to this department 
for criticism, and if they are not keeping up to your 
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standard, the man who is at the head of this depart. 
ment will certainly be frank in passing judgment on 
your advertisements. 


Concrete Results 


Going back to our county fair trips and the benefit 
to be derived from them: Last fall, two days after one 
of our county fairs, a man walked into the store ang 
stated that he wanted a sausage mill; he had seen the 
advertisement in a cookbook which had been given to 
his wife two days before at a county fair. We have 
traced a number of sales in this way. 

Another good plan is to have a corn show at your 
store every fall. Offer a turn plow to the man who 
enters the three best ears. It is usually spring be. 
fore all the corn will be brought in. In the meantime 
people from all over the county will come to your store 
to see the different varieties. We keep a close record 
of the corn and the man who raised it; the address, 
and a notation as to whether they have seed corn for 
sale. 

It is a great help to the community, for I know per- 
sonally a number of farmers who bought their seed 
corn on the strength of what they saw in the store. 

We also bought a number of bushels of high-grade 
prolific corn and distributed it free to anyone who 
would come to the store for it, and people came twenty 
and thirty miles, and I remember one old woman drove 
twenty miles for two ears. 

About five hundred people came to our store for corn, 
and every day or so somebody drops in and states 
what a fine stand he has. 

Be a community builder, go down in your pocket oe- 
casionally, render a real service to your patrons, and 
while you do not look at it from an advertising or self- 
ish point of view, at the same time you are benefiting 
yourself. 

The live wire to-day must take the initiative. Or- 
ganize an ad club in your city to be affiliated with the 
National Associated Advertising Clubs of the World. 
You can accomplish a great deal for your city, and 
what profits your city will profit you indirectly. 


National Secretary Corey’s Address 


Secretary M. L. Corey of the National Retail 
Hardware Association, also spoke at this meeting. 
After extending the greetings of the parent asso- 
ciation, he discussed at some length the activities of 
the Price and Service Bureau, saying that the Na- 
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tional office has received as many as 1000 inquiries 
from members in a single month. “In some States,” 
he continued, “we have received letters from 90 
per cent of the dealers asking for price informa- 


on. 

, “Retail dealers,” said Mr. Corey, “occupy a strong 
position in the trade, and they should jealously 
guard that position. Fake catalog schemes and fake 
buying schemes still continue to solicit business in 
the trade and despite frequent warnings in the 
trade press these concerns impose upon a surpris- 
ingly large number of hardware dealers every year. 
When you are approached by one of these concerns 
write the National office before you put your name 
on the dotted line. Most of these get-rich-quick peo- 
ple have operated in other States, and we have a 
pretty good line on most of them. 

“Price information should be confidential infor- 
mation, whether you get it from the Price and 
Service Bureau or from a traveling man. The 
dealer who gives away his prices or quotations to 
those who are selling demonstrates a weakness 
which is almost invariably taken advantage of. 

“The card index system of price information is 
deservedly gaining popularity.” Secretary Corey 
closed his remarks with a strong plea for com- 
munity co-operation, and urged the dealers to take 
an active part in civic affairs. 


Question Box Work 


The balance of this meeting was given over to 
question box discussion under the direction of 
Maurice J. O’Neil and Roy F. Soule. A special 
list of questions called Carolina hook worms had 
been prepared and the Southern merchants were 
quick to respond when the subject of the collection 
of small accounts came up. 

William H. Smith of Gaffney, S. C., said that the 
big point was promptness. Small accounts that are 
allowed to drag grow harder to.collect very rapidly. 
The best system is to get right after them the day 
they are due, and keep after them. Customers can 
be trained to pay just as they can be induced to buy. 

Fred Graham of Greenville, S. C., maintained that 








Inside information. One of the many business chats on 
the boat ride down the Tennessee River 





Fred Graham of Greenville, S. C., who delivered a good 
address on advertising 


personal contact was the big thing in collecting 
small accounts. Letters are a new lease of life to 
a small account. Mail is just a faint memory to 
most delinquents 24 hours after they open an en- 
velope containing a statement. You can say more 
in three minutes than you can write in an hour, and 
the small account man will get your understanding 
of the case clearly. It may be embarrassing to some 
of us to dun a small account customer, but it 
shouldn’t be, and if you have to go after such an 
account a second or third time your courage and 
determination to collect should gain power. Prompt 
collection methods applied to small accounts head 
off a lot of poor big accounts. They grow rapidly. 

J. R. Pender of Tarboro, N. C., said that he de- 
voted one day each week to the,collection of small 
accounts, and that 30 per cent of the number of 
his outstanding accounts were for sums less than 
$10 each. 

Maurice J. O’Neil said that the telephone was his 
best collection agency, and that when he called up 
a small account customer he always put himself in 
the mental condition that he would be in if he was 
facing an overdraft at the bank. He said this sys- 
tem of self hypnotism had worked wonders for him. 

The next question was, “What is the best time to 
run a clean-up sale?” Mr. Bennoitt of Darlington 
said his stock was in such a condition that nothing 
needed cleaning up. 

Walter Watt of Charlotte spoke at some length on 
this subject, saying that he believed that John 
Wanamaker had the right idea when he said that he 
had learned that when the public didn’t want any- 
thing it was doubly sure that he didn’t want it. 
The Wanamaker system, Mr. Watt said, was to cut 
the price a little at a time, but to keep at it per- 
sistently until it reached a price at which some one 
would buy. He gave a concrete example of a chair 
he once saw in Wanamaker’s which fitted him to a 
T. Watt said it was a very comfortable chair, and 
that the oftener he sat in it the more he wanted it, 
but the price, $47.50, made him curb his desire. 
One day, not long after inspecting this chair, Mr. 
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The Answers to These Questions Guarantee to Cure. 
Every Question Box Meeting. 
MAURICE J. one. 


ROY F. SOULE 


Box 
HARDWARE ASSOCIATION OF THE CAROLINAS 


1. Is it not advisable to cancel return privileges on all 
merchandise which may be obtained through trading stamp 
concerns? 

2. Should effort be made to reduce the minimum wage that 
can be garnisheed? If so to what point? 

3. Is it advisable to put advertising matter in the monthly 
statements you send to customers? 

4. Would you advise extensive stocks of 5, 10 and 25 cent 
articles because the department store in your town has opened 
up such a department? 

5. What should be the opening and closing hours for a 
hardware store? 

6. Are fairs, Fourth of July celebrations, summer Chata- 
quas, baseball organizations, bands or church fairs conducive 
to business, or worthy of sup; 

7. Who has tried “Dollar i a ’ and what are the results? 

8. How do you treat traveling salesmen? 

9. What is the best way to get rid of stickers, both large 
and small articles, but especially large ones such as stoves, 
cream separators, etc.? 

10. Should we have retail hardware price books? 

11. Do druggists sell more barbers’ supplies and cutlery 
than hardware men? If so, why? 

12. Is it advisable to allow a carpenter or painter a com- 
mission on goods sold through him? 

3. How can a merchant keep tab on prospects? 
ws ae up a follow-up list? 

4. Are the best advertising results secured through 
sonal or post-cards? 

15. Would it benefit a business giving credit to adopt two 
price systems, giving a discount for all cash purchases? 

16. Who is a safe customer to credit? 

17. What is the safe and reasonable credit system for a 
country dealer? 

Can merchants collect 
accounts ? 

19. How can a retailer check, without hurting his feelings, 
a customer who eventually pays his bills, but is in the habit 
of running accounts from six months to a year? 

20. Will a hardware merchant lose business by forcing 
collections ? 

21. What is the best method of collecting small accounts? 

22. Should each town or community have a credit man? 

23. Should a merchant encourage his employees to start 
bank accounts, and how? 

24. Should the social activities of employees concern the 
employer? 

25. Should hardware jobbers solicit drug stores, dry goods 
stores, grocery stores and blacksmiths’ shops? 

26. What can he done to interest more merchants in local 
clubs ? 

27. How many merchants have had their freight bills 
audited and why? 

From what do you get the most good at hardware 
conventions ? 
What is the best thing to do after a fire? 

30. Did any one ever see any direct results from letters 
written to state or national legislators? 

31. at success have you had with automobile delivery ? 

32. Does it pay to economize on help 

33. — is the most expensive leak. in a hardware store? 

34. do merchants take inventory once a year? 

35. Un er present conditions would you advise a young 

with small capital to embark in the hardware business? 
What was your most interesting sale this year? 
How can the telephone be used most profitably ? 
Is the bonus system practical in a retail store? 
What is the best way to use a want 
. Who has a store club? Are retail salesmen’ 's meetings 
worth while? 

41. What is the best time to run a clean-up sale? Is it 
profitable ? 

42. Can local newspaper advertising be made profitable 
and how? 

43. Why is the South nearly a total abstainer when it 
comes to paint? Can this condition be changed? 
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Watt noticed it in the window marked $37.50, and 
being aware of the Wanamaker system he passed 
the store each day, and finally when the price of 
that chair got down to $14.50 he bought it for fear 
some one else would snap it up. 

W. B. Burns of Sumter, N. C., said that he be- 
lieved in clean-up sales just before the closing of 
each distinct selling season. Mr. Burns said it was 
good business to dispose of the end of a stock near 
the close of its selling season at cut prices so that 
the merchant might be certain that all seasonable 
goods would be sold that capital might work more 
freely on other goods. He said $10 tied up is 
worthless; $1 actively engaged is very valuable. 

At the close of this meeting the dealers were 
tendered a dinner at the Signal Mountain Inn, after 
which they were taken on a trolley ride to Mission- 
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Roy F.. Soule, editor of HARDWARE AGE, and Maurice J. 
O’Neil, vice- president of the Hardware Association of 
‘the Carolinas, conducted the Question Box 


ary Ridge. In the evening a special business ses- 
sion was held, which was devoted largely to the 
Question Box. In this meeting two very important 
things developed. The first one was started by 
question No. 2, which was as follows: “Should 
effort be made to reduce the minimum wage that 
can be garnisheed?” The question brought out the 
fact that North Carolina has no garnishee laws. In 
other words, a laborer’s wages cannot be attached 
for the collection of honest bills. It seems that at 
many times in the past efforts have been made to, 
bring ab ut the enactment of such laws, but they 
have always met with defeat. The hardware mer- 
chants expressed themselves very freely on the sub- 
ject, and seemed to be in thorough accord that 
efforts be made during the coming year to bring 
about the passage of laws of this nature. 

The other question that brought forth a surprise 
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who brought the convention to Chattanooga and 

demonstrated his ability to entertain, and C. E. Landis 
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Mr. and Mrs. J. R. Pender and Mrs. Walter Watt 

ready for the ride up Missionary Ridge 
was No. 10, “Should we have retail hardware price 
books?” This question did not seem to be provok- 
ing very much interest until the leader requested 
that all dealers present using price books stand up. 
Only ten merchants in the entire audience were 
found to be using books of this nature. One by one 
these ten men told of the value of their price 
books. One dealer even went so far as to say that 
he considered it the biggest individual asset in his 
business. Maurice J. O’Neil said that it had been 
particularly hard for him to keep up his price book 
during the past year, but that he found it abso- 
lutely essential to price his stock at inventory time, 
and of great value as a guide to his purchases. So 
many good points were brought out regarding the 
use of a price book in a retail hardware store that 
many of the dealers ordered their first price books 
before leaving the convention. Owing to the ex- 
cessive heat this session of the convention was 
rather brief. 





Ex-Senator Newell Sanders, president of the Chatta- 
nooga Plow Company, addressed the delegates in front 
of his factory 
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Boat Ride Down the Tennessee River 


Early Thursday morning the Carolinas hardware 
people were driven to the Tennessee River, where 
they boarded the steamer Chattanooga for a day’s 
sail down the river to the newly constructed lock 
system. On the way down every one enjoyed the 
scenic treat with dancing liberally interspersed. 
About an hour after the boat had left the shore the 
captain of the boat approached Secretary Dixon 
and placed him under arrest, producing on the 
popular secretary’s demand, not only a warrant for 
his arrest, but the badge of a deputy sheriff. After 
investigation the warrant proved to be one issued 
by the Governor of the State o® Minnesota, accus- 
ing one Thomas W. Dixon of stealing from the 
State Museum one wall-eyed trout. Things were 
made more embarrassing when upon search it was 
found that a splendid mounted sample of such a 
fish was in the secretary’s coat pocket. He de- 
manded a trial by jury. With E. R. Preston acting 
as special judge, Maurice J. O’Neil and Roy F. 





Judson Buchanan, general manager of the Chattanooga 

Plow Company, and chairman of the entertatnment 

committee was caught with Bailey Gordon on Signal 
Mountain 


Soule as prosecuting attorneys, and Walter Watt, 
with R. H. McDuffie, as counsel for the defendant, 
things proceeded at a merry rate. A jury of six 
was finally impaneled after the moral, mental and 
physical capacity of every man on the boat had 
been put to the acid test by the prosecuting at- 
torneys. 


Corey Too Heavy 
Secretary Corey was refused as a juryman be- 


cause he was beyond the weight limit. Attorney 
O’Neil said that Corey weighed over 200 lb. Corey 
denied it. To prove the case two charming young 
ladies weighing about 90 lb. each were selected 
from the audience and placed on the witness stand, 
where, under oath, each of these girls claimed she 
could lift 100 lb. They were placed one on each 
side of Secretary Corey, and after a vigorous effort 
failed to lift him. The result was Corey was off 
the jury. One witness while taking an oath to 











Mr. and Mrs. Tom Dixon, without whom a Carolina 

hardware convention would not be complete, Tom is 

one of the most popular hardware secretaries in the 

country, but his popularity wouldn’t save him if he 

ever failed to bring Mrs. Dixon to the annual 
. convention 











A. R. Craig of Marion, S. C., was elected president of 
the Hardware Association of the Carolinas for the en- 
suing year. He says he will not use the big stick, but 
the langage in the background looks suspicious. Presi- 
dent Craig is one of the best merchants in the South 
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Mr. and Mrs. R. H. Fedder of Hartsville, S. C.. named 
their delightfully energetic little son Philip Woodrow. 
There is no doubt as to Mr. Fedder’s political 
affiliations 

tell the truth, the whole truth and nothing but 
the truth, was discovered to have a box of matches 
in his hand. His evidence was thrown out of court 
because he had taken the oath on sulphur rather 
than the customary Bible. 

Mrs. Dixon when called to the witness stand to 
testify in behalf of her husband, discovered to her 
surprise and alarm that her purse had been loaded 
with several letters she claimed to have never seen 
before. After three hours of the merriest kind of 
wrangling the jury returned a verdict of guilty, 
and Judge Preston in passing sentence decreed that 
Thomas Dixon be hung by the neck until dead, 
unless he used all his political and private interests 
to take the hardware association on a special boat 
trip to New York City next year. 

On the return to Chattanooga it was announced 
that a special meeting would be called that evening, 





The reunion of the Green family furnished fun fa 
every one, Otis Green hails from Asheville, N. C. 
lady Greens are Chattanooga folks 

















Mrs. T. A. Dixon, W. A. Blizzard and Katherine Sal- 
monsen were snapped while visiting the Chattanooga 
factories 
and at this meeting the Hon. E. R. Preston, attor- 
ney for the hardware association and Mutual In- 
surance Company, delivered an address on “Citizen- 
ship of the South.” Mr. Preston is- an advanced 
thinker, and is gifted with splendid oratorical 
ability. His address was of such sterling worth 
that it will be reproduced in full in the next issue 

of HARDWARE AGE. 
New Officers - 

On Friday officers for the ensuing year were 
elected as follows: A. R. Craig, president, Marion, 
8. C.; Maurice J. O’Neil, vice-president, Henderson, 
N. C.; J. Betts Simmons, second vice-president, 
Charleston, S. C., and U. B. Blalock, third vice-presi- 
dent, Wadesboro, N. C. 

These officers formed four members of the execu- 
tive committee of six, the other two elected were 




















Evidence that T. Frazier James was loaded 














Hal Duvall of Cheraw, S. C., enjoying the view from 
Signal Mountain , 
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Mr. and Mrs, W. B. Holt, Burlington, N. C.; Mr. and Mrs. Maurice J. O’Neil, Henderson, N. C.; W. L. Craig, 
Timmonsville, S. C.; Miss Susie Craig, Chester, S. C.; Judson Buchanan, Chattanooga and Jim Craig 
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J. Bennett Barnes, Wilson, N. C., and J. M. Ploy- 
den, Summerton, S. C. 

Delegates to the National Convention were elected 
as follows: E. W. Duvall, Cheraw, S. C.; W. H. 
Keith, Timmonsville, S. C.; Maurice J. O’Neil, 
Henderson, N. C., and T. W. Dixon, Charlotte, 
N. C. 

Fine Insurance Record 

The insurance meeting showed that the surplus 
of the company had been doubled during the past 
year, and the percentage of loss had been 22 per 
cent of the premiums received, and the percentage 
of expense less than 20 per cent of the premiums re- 
ceived. The Carolinas Mutual now has in force 
$650,000 of insurance, and the total losses of the 
company since its organization have been less than 
35 per cent of the premiums received. As a com- 
pliment for this splendid record the officers and 
directors of the association were elected to succeed 
themselves. 


Many Urgent Invitations, New York Favored 


The subject of the next place of meeting also 
came up on Friday, and after receiving invitations 
from Louisville, Ky., and Asheville, N. C., Secretary 
Dixon began reading telegrams from New York 
City. It is plainly evident that the New Yorkers 
want the privilege of entertaining the Carolinas 
hardware merchants next year. Telegrams from 
Mayor Mitchel, from the Merchants’ Association, 
the Chamber of Commerce, U. S. A., American 
Iron, Steel & Heavy Hardware Association, the 
American Hardware Manufacturers’ Association, 
the American Manufacturers’ Export Association, 
the Hardware Club, Sargent & Co., Russell & Erwin 
Mfg. Company, Lufkin Rule Company, Wiebusch 
& Hilger, U. T. Hungerford Brass & Copper Com- 
pany, Remington Arms-Union Metallic Cartridge 
Company, J. C. McCarty & Co., John H. Graham 
& Co., Millers Falls Company, Boker Hardware & 
Cutlery Company, Greene, Tweed & Co., A. Kastor 
& Bro., R. K. Carter, New York Belting & Packing 
Company, D. P. Winne Company and the Stanley 
Rule & Level Company were read. Roy E. Soule, 
editor of HARFDWARE AGE, extended an invitation 
to New York City in person, and explained the many 
convention advantages of the metropolis. Most of 
the dealers present were in favor of coming to New 
York, but it was deemed advisable to place the 
matter in the hands of the executive committee that 
investigation of steamship and hotel rates might 
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Mrs. J. R. Pender and Mrs. Walter Watt 


be made before steps were taken. Many of the deal- 
ers of the Carolinas have long cherished the hope 
that they might sometime take the steamer ride to 
New York City for their convention. Their dream 
has been to start from Charleston or some other 
Carolina port, and on the two days’ sall to New 
York City, together with the two days required to 
return by boat, to hold their convention, taking 
three or four days for sight seeing and entertain- 
ment in New York. It is probable that this plan 
will materialize. The next meeting will be held 
the second week in July, 1917. 

As a parting shot the entertainment committee 
of Chattanooga took the dealers for a long automo- 
bile ride through Chickamauga Park. New York 
may get the convention next year, but it will take 
a mighty big city to handle the entertainment fea- 
tures better than they were handled in the historic 
old town of Chattanooga. 
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Left to right: 


The Wounded Horse, one of the most strikin, 





statues in Chicamauga Park; Monument to 


Florida men; The South Carolina regiments advanced further toward the Union forces in the battle of 


Chicamauga than any other forces. 


This monument commemorating their heroic deeds, and marking their 


position in the great battle was visited by all the Carolina hardware delegates 





Rural Free Delivery—Cummins Amendment To Go 


By W. L. CROUNSE 


WASHINGTON, D. C., July 24, 1916. 
FTER weeks of banging about between the 
House and the Senate, that parliamentary 
shuttlecock, the Post Office appropriation bill, 
has finally been agreed to and will be signed by the 
President before this issue of HARDWARE AGE 
reaches its readers. By a curious circumstance this 
is the first postal budget measure to pass Congress 
in two years, last year’s bill having been filibustered 
to death in the closing days of the session and the 
postal service having been carried along during the 
past twelvemonth under a joint resolution extending 
the appropriation originally made for the fiscal 
year 1915, 2 


Restrictions on the P. M. G.’s Authority 


Czar Burleson, the autocratic ruler of the 

P. O. D., comes in for some hard knocks in the 
budget bill. Congress, ever mindful of the political 
importance of the rural free delivery, lays down a 
hard and fast rule for the motorization of routes 
and for the employrrent of carriers thereon, reliev- 
ing the Postmaster General of a considerable meas- 
ure of the discretioh he has heretofore exercised. 
This will probably prove to be a good thing for the 
R. F. D., and more or less of a check upon the mail 
order houses who have come to rely upon the rural 
service as a private delivery system to be exploited 
to the limit in all directions. 
: Mr. Burleson also gets a rap over the knuckles 
in his hard-fought controversy with the railroads 
over the basis to be employed in fixing the railway 
mail pay, Congress having determined that it is 
unwise to permit the general adoption of the so- 
called space basis in lieu of weight until the matter 
has been thoroughly threshed out by the Interstate 
Commerce Commission. This decision will not only 
insure fair treatment for the railroads, but it will 
prevent the cutting down of the railway mail pay 
80 as to hide the big deficit caused by that ravenous 
adjunct of the catalog concerns, the parcel post. 


New Rules for the Rural Free 


In the serap over the regulation of the rural free 
delivery the Senate forced the House to come to 
terms and the appropriation bill, as it will become 
a law, therefore, makes the following provision con- 
cerning routes and carriers: 

That rural mail delivery shall be extended so as 
to serve, as nearly as practicable, the entire rural 
population of the United States. 
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“Hereafter all rural mail delivery routes shall be 
divided into two classes to be known as— 

“Standard horse-drawn vehicle routes, 
shall be 24 miles in length, and 

“Standard motor-vehicle routes, which shall be 50 
miles in length, and shall only be established here- 
after when a majority of the proposed patrons who 
are heads of families residing upon such proposed 
routes shall by written petition ask the Post Office 
Department to establish the same. 

“Nothing herein contained shall be construed to 
prohibit the establishment of horse-drawn vehicle 
routes of less length than the standard of 24 miles: 
Provided, That if in the discretion of the Postmas- 
ter General in order to render more complete serv- 
ice, it should be necessary to do so the Postmaster 
General is hereby authorized to increase the length 
of routes not to exceed 50 per cent above the 
standards herein prescribed, and in such cases the 
compensation of the carrier on such horse-drawn 
vehicle routes shall be increased above the maxi- 
mum pay heretofore fixed by law for rural carriers 
at the rate of $24 per annum for-each mile of said 
routes in excess of 30 miles, and any major frac- 
tion of a mile shall be counted as a mile.” 


which 


Railway Mail Pay to Be Investigated 


The postal budget bill, as finally agreed to, con- 
tains a very elaborate series of provisions regard- 
ing railway mail pay, all of which are of much in- 
terest to the business community and some of which 
may prove of vital importance in the development 
of the new system. The provision authorizing the 
Interstate Commerce Commission to investigate the 
service and determine the basis of the railway mail 
pay is in part as follows: 

“The Interstate Commerce Commission is hereby 
empowered and directed as soon as practicable to 
fix and determine from time to time the fair and 
reasonable rates and compensation for the trans- 
portation of such mail matter by railway common 
carriers and the service connected therewith, pre- 
scribing the method or methods by weight, or space, 
or both, or otherwise, for ascertaining such rate or 
compensation, and to publish the same, and orders 
so made and published shall continue in force until 
changed by the commission after due notice and 
hearing. 

“In fixing and determining the fair and reason- 
able rates for such service the commission shall 
consider the relation existing between the railroads 
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as public-service corporations and the Government, 
and the nature of such service as distinguished, if 
there be a distinction, from the ordinary transporta- 
tion business of the railroads.” 

The bill also provides an elaborate method of pro- 
cedure before the commission involving hearings, 
the employment of experts and the weighing of the 
mails at frequent intervals. The installation of the 
space system for experimental purposes on a small 
scale is also authorized. 


Carload Rates cn Mail-Order Merchandise 


Parcel post matter has risen in volume to such 
enormous proportions that the Post Office Depart- 
ment recently conceived the idea of securing from 
the railroads a carload rate, thinking in this way 
to cut the cost of handling mail order freight and 
thus reducing the postal deficit on this account. The 
officials have also endeavored to force the carriers 
to make rates on merchandise as low, if not lower, 
than those charged the express companies. These 
two objects are sought to be carried out in the 
appropriation bill by the following provision: 

“The Postmaster General shall, from time to time, 
request information from the Interstate Commerce 
Commission as to the revenue received by railroad 
companies from express companies for services ren- 
dered in the transportation of express matter, and 
may, in his discretion, arrange for the transporta- 
tion of mail matter other than of the first class at 
rates not exceeding those so ascertained and re- 
ported to him, and it shall be the duty of the rail- 
road companies to carry such mail matter at such 
rates fixed by the Postmaster General. 

“The Postmaster General is authorized in his 
discretion to petition the Interstate Commerce 
Commission for the determination of a postal car- 
load or less-than-carload rate for transportation of 
mail matter of the fourth class and periodicals, and 
may provide for and authorize such transportation, 
when practicable, at such rates, and it shall be the 
duty of the railroad companies to provide and per- 
form such service at such rates and on the condi- 
tions prescribed by the Postmaster General. 

“The Postmaster General may, in his discretion, 
distinguish between the several classes of mail mat- 
ter and provide for less frequent dispatches of mail 
matter of the third and fourth classes and period- 
icals when lower rates for transportation or other 
economies may be secured thereby without material 
detriment to the service.” 


A Dangerous Innovation 


Notice the last paragraph in the above extract. 
When this extraordinary bill becomes a law the 
Postmaster General will have the authority to cut 
down the service on periodicals and merchandise 
whenever lower rates can thereby be secured with- 
out injury to the service—of which injury, please 
remember, the Postmaster General is the sole judge. 
In other words, if the railroads will give the De- 
partment a lower rate for transmitting periodicals 
and merchandise in large lots once a week than in 
small daily consignments, the Postmaster General 
has authority to make such an arrangement, pro- 
vided in his opinion it can be done “without. mate- 
rial detriment to the service.” 

In view of the experience of the past two years 
it will require several Philadelphia lawyers to de- 
cide what constitutes “material detriment.” Should 
you at any time begin to receive your mail in 
bunches, instead of daily as heretofore, you may 
know that the Postoffice Department is experiment- 
ing in the effort to save something on the cost of 
handling the parcel post. 
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The Cummins Amendment to Go 


That bugaboo of the traveling man, the so-called 
Cummins amendment, will soon be a thing of the 
past. The Senate has given its approval to a bill 
modifying this objectionable provision and the 
House Committee on Interstate and Foreign Com. 
merce has reported the measure, which no doubt 
will be finally enacted at the present session. 

As the result of a parliamentary mix-up, for 
which everybody concerned has eagerly sought to 
escape responsibility, a bill drawn by Senator Cum. 
mins, of Iowa, and subsequently modified on his 
motion and that of Senator Reed, of Missouri, was 
passed in the last Congress amending the Interstate 
Commerce law so as to require the traveling public 
to put an exact valuation upon every piece of bag- 
gage and to incur liability to fine or imprisonment, 
or both, should such valuation be found to be in- 
correct. 


Trouble for Everybody 


Of course, it was out of the question to enforce 
this law literally, but it has made endless trouble 
for everyone who travels and especially for the 
peripatetic drummer with his sample trunks. It is 
hard enough to figure out the value of a bundle 
of second-hand clothing and old shoes, but it is much 
more difficult to keep track of a trunkful of samples, 
the value of which deteriorates every time they are 
handled and dwindles day by day as fashion 
changes. 

The Interstate Commerce Commission took a 
lively interest in this matter and sought to 
straighten it out, but the letter of the law was so 
plain that little could be done and everybody going 
on a journey has been obliged to make a written 
declaration concerning his luggage every time he 
has boarded a train. How many trains have been 
missed as the result of the Cummins amendment 
Heaven only knows. 


Baggage Hereafter Exempted 


The bill which has just passed the Senate and 
has been favorably reported to the House provides 
a substitute for the Cummins amendment in the 
following language: 

“Provided however, That the provisions hereof 
respecting liability for full actual loss, damage, or 
injury, notwithstanding any limitation of liability 
or recovery or representation or agreement or re- 
lease as to value, and declaring any such limitation 
to be unlawful and void, shall not apply, first, to 
baggage carried on passenger trains or boats, or 
trains or boats carrying passengers; second, to prop- 
erty, except ordinary live stock, received for trans- 
portation concerning which the carrier shall hav 
been or shall hereafter be expressly authorized or re- 
quired by order of the Interstate Commerce Commis- 
sion to establish and maintain rates dependent upon 
the value declared in writing by the shipper or 
agreed upon in writing as the released value of the 
property, in which case such declaration or agree 
ment shall have no other effect than to limit liabil- 
ity and recovery to an amount not exceeding the 
value so declared or released, and shall not be held 
to be a violation of Section 10 of the Interstate 
Commerce Act; and any tariff schedule which may 
be filed with the commission pursuant to such order 
shall contain specific reference thereto and may 
establish rates varying with the value so declared 
or agreed upon; and the commission is hereby em- 
powered to make such order in cases where rates 
dependent upon and varying with declared or agreed 
values would, in its opinion, be just and reasonable 
under the circumstances and conditions surrounding 
the transportation.” 
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Farewell, baggage declaration, and a good 


riddance. 
Business Men Favor Military Training 


The Chamber of Commerce of the United States 
is giving the country an eye-opener in its report 
upon the referendum recently taken showing an 
overwhelming business men’s vote for universal 
military training. This referendum includes the 
yotes of 359 commercial organizations. The big 
facts developed are as follows: 

All the organizations in twenty-six States voted 
unanimously in favor of universal training. 

In sixteen other States the vote was overwhelm- 
ing, although not unanimous. 

In five States the organizations affiliated with the 
National Chamber, being very few in number, did 
not vote. 

In only one State, Alabama, was the vote adverse, 
four organizations casting their votes in the nega- 
tive. 

It certainly speaks volumes for the sentiment of 
the country in favor of preparedness that the busi- 
ness men, who have the most to lose from a uni- 
versal military training system in the disorganiza- 
tion of their working forces, almost unanimously 
signify their approval. The country has certainly 
undergone an amazing change of sentiment during 
the last momentous year! 


Coming Conventions 


TENNESSEE RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Memphis, Aug. 15, 16, 17, 1916. Harris 
J. Nelson, secretary-treasurer, Humboldt, Tenn. 

THE NATIONAL HARDWARE ASSOCIATION AND THE 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION JOINT ANNUAL CONVENTION, Atlantic City, 
N. J., Oct. 17, 18, 19, 20, 1916. Headquarters, 
Marlborough-Blenheim, for both associations. F. 
D. Mitchell, 283 Broadway, N. Y., secretary-treas- 
urer American Hardware Manufacturers’ Associa- 
tion, and T. James Fernley, 505 Arch Street, Phila- 
delphia, Pa., secretary-treasurer National Hard- 
ware Association. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Indianapolis, Jan, 30, 31, 
Feb. 1, 1917. M. L. Corey, secretary, Argos, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Omaha, Feb. 6, 7, 8, 9, 
1917. Nathan Roberts, secretary, Lincoln, Neb. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 7, 8, 9, 
1917. P. J. Jacobs, secretary, Stevens Point, Wis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Minn., 
Feb. 20, 21, 22, 23, 1917. H. O. Roberts, secretary, 
am Metropolitan Life Building, Minneapolis, 

Inn, 

THE OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Dayton, Feb. 20, 21, 22, 23, 1917. 
Exhibition will be held in Memorial Hall. James 
B. Carson, secretary, Dayton, Ohio. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Sioux Falls, Feb. 27, 
28, March 1, 2, 1917. H. C. Parker, secretary, 
Murdo, S. D. 


Forrest J. ALVIN, who has been prominent in the 
automobile accessory field for a number of years, and 
who was very recently president of the New Era En- 
gineering Company, Joliet, Ill., manufacturers of the 
New Era automobile, is reported to have organized a 
new company at Joliet to manufacture automobile 
trucks. Information has not yet been given out as to 
what models the line will embrace, though it is ex- 
pected that a car of light capacity will be included. 
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Change in Mail Boxes Hits 
Dealers 


SYRACUSE, N. Y. 
To the Editor: 


You are aware, no doubt, that on July 1, this year, 
the Post Office Department at Washington put into 
effect a ruling regarding a new type of rural mail 
box, which ruling automatically stopped the sale 
of a number of types that prior to July 1 had been 
approved for use on rural and star routes. 

The new-style box, which is made in two sizes, 
is certainly good and the department was fair to 
receivers of mail, in that it permits the use of old- 
style boxes that had been installed prior to July 1, 
while those boxes remain serviceable. The ruling, 
however, does affect unfavorably hundreds of deal- 
ers who have stocks of the discarded boxes and 
who cannot dispose of them even at cost price for 
the reason that their customers simply won’t buy 
them, knowing that the mail carriers will not 
place mail in such boxes that were erected after 
July 1. 

The National Hardware Jobbers’ Association and 
this office and, I assume, other organizations, have 
written the department asking that the enforce- 
ment of the ruling be deferred for a reasonable 
time until dealers could unload. The department’s 
reply to this office was that it could not suspend 
its ruling, but that it would consider the question 
of providing a means for the disposition of old- 
style boxes upon receipt from any dealer of a state- 
ment showing the exact number of boxes on hand, 
name of manufacturer, trade name of the box and 
the selling price, and that its preference was for 
the treatment of each case on its merits. 

It is fair to assume that 90 per cent of the hard- 
ware merchants in the country have at least a few 
old-style mail boxes on hand and it seems to me, if 
the department is to extend the time for the sale 
of these boxes or grant any other concessions to 
the merchants who write to the department, that in 
common fairness to all the trade in the country 
such concession or extension of time should be 
general. 

I am to-day asking our members to send to the 
department the statement mentioned in the fore- 
going paragraph so that the Post Office officials 
may have a clear understanding of the dilemma 
in which the merchants are placed, and it occurs 
to me that if your journal would give publicity 
to the condition which I describe and which 
you may verify without trouble, that the mass of 
correspondence and requests for suggestions from 
the department would be so great that the postal 
authorities would soon realize that it was unwit- 
tingly inflicting a hardship on an important com- 
mercial body, with the possible result of issuing a 
general order that would enable all the merchants 
to’ clean up their old stock without loss. 

I am quite sure the trade would be glad to co- 
operate to the extent of selling these older boxes 
without profit and they should do so to expedite 
the general use of the new box, which is a really 
superior article and intended to be retailed at $1 
each. 

The hardware trade would, I know, appreciate 
your co-operation in this work and we hope to have 
it in your usual energetic style. 


Yours very truly, 
JOHN B. FOo.ey, Secretary, 
New York State Retail 
Hardware Association. 
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PAL BROWN~Ze invents a ‘Shark Destroyer!il’ 


YER SEE YER THROW OVER THE OUMMY— MISTER 
SHARK GRABS IT—PULLS THE STRING— OFF GOES 
THE GUN ,AND~-BAM: -HE'S A GOONER. -——— 








BUD IM GOING To INVENT 
A SHARK DESTROYER- 
ANO GET SOME O'’THIS 


























PERISCOPE AN’ WHEN YER SIGHT SOME BIG DIP! Yi P-pPY! 





{per SHE GOES: JES KEEP YER NUT INTO THE L_ [aie orp FOR THE 









































YELL TRY TO SHOOT UP YER 
WILL YER-WELL,YER BETTER INVENT 


FROM EATIN’? OFFN A 
MANTLEPIECE WHEN | 





—_— 
fe Eig ~ z 


= HAROWARE AGE. 














July 27, 1916 


H. D. Smith & Co. Never Sell 
Seconds 


PLANTSVILLE, CONN. 
To the Editor: 

Mr. Guenther’s letter on page 51 of HARDWARE 
AcE, July 13, is worth the consideration of all 
dealers and manufacturers who wish the good and 
reliable, ever-repeating trade. 

The possibilities of confusion, to use a mild term, 
where firsts and seconds are supplied, are wonder- 
fully good for profit taking when resorted to. 

We cannot see how it would be possible for our 
company to sell both firsts and seconds and hold up 
our head in contention that our goods were always 
the best. We never sell seconds. 

In this connection it might be worth considering 
how many seconds, or near firsts, are slipped in 
when goods bearing any other than the manufac- 
turer’s brand are sold. 

We believe, and will always believe, that the deal- 
ers’ and consumers’ best interests are conserved by 
buying goods that they know are made by a manu- 
facturer who never sells seconds. 

Respectfully, 
THE H. D. SMITH & Co., 
Louis H. SCHMITT, 
Vice-President and Secretary. 


Hardware and Sporting Goods 
Baseball League 


PROMIN ENT manufacturers’ representatives, job- 

bers of hardware and sporting goods dealers in 
New York City recently organized a_ baseball 
league. The teams comprising this league include 
those of the New York Sporting Goods Company, 
the Masbach Hardware Company, Topping Bros., 
Wiebusch & Hilger, Sargent & Co., and the Fair- 
banks Company. A complete schedule of games 
has been planned. Several of them have already 
been played. 

Edwin R. Masbach, of the Masbach Hardware 
Company, 82-84 Warren Street, New York, has been 
chosen head of the new organization. 

The league is now on a sound basis. If matters 
continue to run as smoothly as at the present time, 
and if the enthusiasm continues to grow as it has 
done this year, it is expected that the membership 
of the organization will be increased by next year 
to at least sixteen teams. 


Westchester Association 
Dines at Rye Beach 


HE Westchester County Hardware Association 
of New York held its annual clam bake at Rye 
Beach on the evening of July 20. Fifty members 
of the association were present in spite of a terrific 
wind and rain storm which raged along the Atlantic 
coast. 

After a delightful dinner of sea foods, addresses 
were made by Roy F. Soule, editor of HARDWARE 
AGE; J. M. Kohlmeier of New York City, and 
Mathias Ludlow of Newark, N. J. The Westchester 
County Hardware Association is growing steadily, 
and is one of the strongest local hardware associa- 
tions in the State of New York. 


Ben R. EvANs and Russell W. Long have joined the 
sales force of the McQuay-Norris Manufacturing Com- 
pany, St. Louis, Mo., as field men, and will travel out 
of the St. Louis plant. 
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Secretary Roberts Writes 
About Seconds 


MINNEAPOLIS, MINN. 
To the Editor: 

In reply to J. Ed. Guenther’s problem in your 
issue of July 13, I thought possibly a State secre- 
tary might be allowed a word on this matter. 

It looks very much as though some manufacturers 
producing a line of tools and not being able to dis- 
pose of sufficient volume for,some reason, inten- 
tionally or otherwise, accumulate a large supply of 
seconds which are sold to racket stores at a very 
much lower price than to the jobber who adds his 
profit, then with the retail merchants’ profit the 
price is 25c in the retail stores. 

The Ten Cent or racket store buys at a much 
lower price than the jobber because the tools are 
classed as seconds, but such sales afford the manu- 
facturer no profit, in fact he does not expect any, 
but figures that it keeps his factory going while 
he is making his profit on goods sold at retail for 
25c. It would, therefore, look as though such a 
manufacturer lacked sufficient gray matter to rea- 
son from cause to effect to discover that it is the 
25c. sales that keep his factory going, so that when 
he is crowded out, the 10c. sale will not provide a 
profit that will keep his factory running. 

The average man buys the 10c. tool. The me- 
chanic has been paying 25c., but he is already be- 
ginning to wonder why there is so much difference 
and thinks the retail merchant is overcharging, 
while it is the manufacturer who is to blame for 
such problems. 

Double-dealing cannot continue for a long period 
of time and sooner or later the manufacturer will 
solve this problem and quit or he will do business 
only with the 10c. man, as it is only fair and honest 
that he should, because it is dishonest to ask the 
consumer to pay 25c. if the right price is 10c. 

In paying the 10c., the consumer saves 15c., the 
retail merchants lose 8, the jobber loses 5, the 
manufacturer loses 5 and the racket store makes 3c. 

Moses cannot do anything with such men or 
firms as they are “Within the Law,”—unless some- 
one can interpret the Sherman Law so as to permit 
the arrest of a firm which is in the act of commit- 
ting financial suicide. 

Yours very truly, 
H. O. ROBERTS, Secretary, 


Minnesota Retail Hardware Association. 





Manufacturers and Distrib- 
utors to Play Golf 
THE Manufacturers’ 


Association, which is composed of many of 
the members of the American Supply & Machin- 


and Distributors’ Golf 


ery Manufacturers’ Association, the National 
Supply & Machinery Dealers’ Association, also 
the Southern Supply & Machinery Dealers’ Asso- 
ciation, will hold a tournament on Sept. 21, 22 
and 23 at White Sulphur Springs, W. Va. The 
Greenbrier Hotel will be headquarters. 











THE LONG DISTANCE SPARK PLUG COMPANY, Birming- 
ham, Ala., has been incorporated with a capital stock 
of $10,000 by Solon Jacobs, H. C. Pogue and others. Its 
factory, located at another point, will be removed to 
Birmingham. 





The High Cost of Lawn 
Mowers 


N a recent interview with J. S. Bonbright, vice- 

president and sales manager of John Braun & 
Sons, Pennsylvania Lawn Mower Works, Philadel- 
phia, Pa., the recent advances in mower prices were 
discussed. ‘“‘An off-hand answer won’t cover the 
subject,” said Mr. Bonbright. ‘Without an excep- 
tion everything which goes into the making of a 
lawn mower has advanced. A careful review shows 
the following: 


SHAFTING—275 per cent. List 6c. now 15 per 
cent off f.o.b. mill instead of 70 per cent off f.o.b. 
Richmond. Deliveries 7 to 8 months. 

BLADE STEEL—125 per cent. Manufacturers 
cannot supply demand. In previous years one-half the 
number of steel balls used in this country were im- 
ported from Germany. Manufacturers are having 
great difficulty in procuring steel for these parts. De- 
liveries 15 months. 

GRAY IRON—Pig iron, about $7 per ton advance; 
coke and foundry supplies, 60 per cent advance; mould- 
ers, 20 per cent advance. These advances apply to 
malleable castings, but demand cannot be supplied, 
consequently foundries are asking an enormous margin 
of profit. Deliveries 4 months. 

BOLTS, SCREWS, NUTS AND RIVETS—75 to 
125 per cent. Deliveries on special sizes from 4 to 6 
months, 

CONES, BALL-BEARING PARTS AND SCREW 
MACHINE PRODUCTS—100 to 1250 per cent. De- 
liveries 8 to 10 months. Manufacturers of these parts 
are crowded with orders for munitions and automobile 
factories. 

WOOD PARTS—20 to 25 per cent. 

BRONZES AND COLORS (RED AND GREEN)— 
100 to 125 per cent. This material is hard to obtain 
at any price, as most bronze was formerly imported 
from Germany. Scarcity of dyes responsible for high 
cost in colors. 

HIGH-SPEED STEEL—400 per cent. This is used 
in making our drills, reamers and the majority of all 
other tools which we use in the factory. 

FACTORY SUPPLIES—25 to 60 per cent. Deliv- 
eries very slow, as for instance 5 months on special 
size emery wheels. 

HANDLE IRONS OR STEEL BARS—Advance 
base Pittsburgh from $1.10 to $2.50. Deliveries 6 to 
8 months. For prompt shipments cost is $2.75 sto 
$3 base, Pittsburgh. 

LABOR—Will average 20 per cent higher, and is 
scarce. 


Hardware Age 


Chicago Hardware Dealers 
Hold Annual Pienic 


WEDNESDAY was.a red-letter day for Chicago 

hardware men. It was the day of the annual 
picnic, when business was forgotten and real sport 
was the only item on the dealer’s program. All the 
arrangements had been made weeks ahead and 
everything moved like clock work. The jobbers, 
manufacturers and traveling salesmen were all pres- 
ent mixing with the retailers and doing their part 
to make the picnic a real success. 

At 10 a. m. a merry crowd assembled at the Ran- 
dolph Street Station of the Illinois Central and the 
Picnic Special headed for Gardner’s Park. It was 
a happy crowd. The ladies were there in force, 
each with a well-filled lunch basket and the kiddies 
romped through the train in joyous anticipation of 
a day’s outing. At 11 a. m. the park was reached 
and the festivities started without delay. There 
were refreshment stands with barrels of red lemon- 
ade, there were games of all kinds, a band that 
never rested and a dance pavilion where the one- 
step and fox trot kept the younger element busy. 
Out on the improvised ball field Barry McCrae col- 
lected a bunch of ball tossers to cross bats with a 
classy aggregation from the retail ranks. Singles, 
doubles and triples followed each other in rapid 
succession while the pitchers toiled to keep down 
the rising score. It was nip and tuck to the last 
inning—then Mac developed a glass arm and was 
touched up for the winning run. 

Next came the races. Young men, old men, lean 
men and fat men strove to shatter records on the 
cinder path while the kiddies scrambled for tin 
disks at a penny each and the fair sex doffed their 
shoes and sprinted for special prizes. There was 
no official timer but Fred Ruhling is morally cer- 
tain that he clipped the edges off ten seconds in the 
membership handicap. 

There were souvenirs for every one. The ladies 
received palm leaf fans, there were whips for the 
little ones, pocket knives for the members of the 
winning ball teams and a drawing with prizes rang- 
ing from electric irons to gas ranges. 

During the afternoon and evening dozens of auto- 
mobiles arrived from town bearing belated dealers 
and their friends and merriment reigned supreme 
till the whistle sounded for the last train home. 
It was a big day for the members of a big organi- 
zation and one to be remembered for years to come. 








The drum corps of the Champion Snark Plug Company ct the head of the line of other employees in the recent 
“Preparedness Parade” in Toledo, Ohio, in which more than 25,000 persons took part. Each one of the Champ- 
ion paraders carried an American flag. Two large banners were carried by the men 





The Yelp of the Unfamous 


ue boy stood on the burning deck, whence all but 
him had fled— 
Since then the boat has gone to pot, the little boy is 
dead; 
The glamour of the incident has faded like the sheen 
Of that fake twenty-dollar suit I purchased at fifteen! 
I cannot see, I do not know, 
I fail to wis or wot, 
Why standing on a deck should get 
The fame that youngster got! 


a eeaaie WASHINGTON cut down a tree—you’ve 
heard the tale before; 
He hacked it with a hatchet and he wallowed in its gore, 
And just because he cut a tree our history’s all aglow 
With what a wondrous thing it was to lay a cherry low. 
But I myself have cut a slew 
Of trees, and yet I swear 
There is no reference to the fact 
In history anywhere! 


ABE LINCOLN split a lot of rails—straightway he 
hit the stars 
And took his place for loftiness with Jupiter and Mars; 
Yet in the town where I was born you’ll find most any 
day 
A dozen fellows splitting rails and toting them away! 
What is the difference, my friend? 
I cannot see a bit 
Between the rails they’re splitting now 
And those that Lincoln split. 


W HAT is the use of ordinary fellows like myself 
Attempting to ensconce themselves on history’s 
lofty shelf? 
I comb my hair and clean my teeth; I’ve even milked 
a cow, 
Yet Fate goes by and never seems to care a darn, 
somehow. 
Oh! all ye gods that shape our ends, 
Ye sentinels of fame, 
Give me a hunch, that I, too, may 
Perpetuate my name! 
—Richmond Times-Dispatch. 


Not That Kind 


THE business agent for a Chautauqua went to a 
prosperous town to see some of the natives with 

regard to booking a performance and finally landed in 
the office of Jones. 

“Yes, I am Mr. Jones,” said the occupant. 
can I do for you?” 

“I called to see you about a Chautauqua,” returned 
the visitor. 

“Nothing doing,” curtly answered Jones. “My wife 
and I have already decided on a car of another make.” 
—Exchange. 


The Kinds He Knew 


QNE of the questions in an examination on the sub- 
~ ject of stock raising was: “Name four different 
kinds of sheep.” 

An aspiring youth gave this for the answer: “Black 
sheep, white sheep, Mary’s little lamb and the hydraulic 
tam.”—E xchange. 


“What 
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Too Tolerant 


ISHOP CONRAD said at a dinner in Newport 
News: 

“Some folks regard their sins in too generous and 
tolerant a way. They’re like Cal Clay. 

“I said to Cal Clay one day: 

“‘Calhoun, my man, General Douglas has positive 
proof that you looted his chicken house last week. I 
should think you’d be ashamed to take communion after 
such a rascally deed as that.’ 

“‘Mah goo’ness, sah,’ said Cal reproachfully. ‘Ah 
wouldn’t let a few measly chickens stand ’twixt me 
an’ de Lawd’s table!’ ”—Philadelphia Bulletin. 


Read Them Wrong 


A YOUNG man full of conceit approached the bishop 
of his diocese and said to him: 

“Bishop, I am sure I am called upon to preach. For 
three nights in succession now I have, in a dream, seen 
the letters ‘G. P. C.—Go Preach Christ’—like enor- 
mous letters of fire in the sky.” 

The bishop looked at the young man and remarked 
dryly: “I think, my young friend, you have misread 
the letters. They spell: ‘Go Plow Corn.’ ”—Exchange. 


Waste Not, Want Not 


THe baby kept throwing her rattle on the floor until 
four-year-old Bobby grew weary with picking it 
up and refused to do so any longer. 
“But, dear, she is the only little sister you have,” 
gently remonstrated his mother. 
“Well,” replied the little boy, “I am the only big 
brother she has, and she will have a hard time if she 
wears me all out.”—-Exchange. 


* Saved Him the Trouble 


oo VY son,” said the elderly millionaire at the close 
t of a heart-to-heart talk on the subject of ex- 
travagance, “when I was your age I carried water for 
a gang of section hands.” 

“Fine for you, dad!” answered the gilded youth. 
“IT am proud of you. If it hadn’t been for your pluck 
and perseverance I might have had to do something 
of the sort myself.”—Exchange. 


Whole Duty of Maids! 


OU advertised as a chaufferette-maid.” 
“Yes, madam.” 

“What were your duties at your last place?” 
“Why, madam, I drove and cleaned the cars single- 
handed.” 

“And as maid?” 

“T took down my lady at night and assembled her in 
the morning, madam.”—Punch. 
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Equal Rights 


OAST GUARD—Better not go in here, miss. There’s 
a man-eating shark around. 
The Miss—Oh, dear! Do you think—er—do you 
think he would bother women?—Exzchange. 
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Live News 
From Many Sources 


A Half Year’s Prosperity 


HE six months which ended with June 30, 1916, 

was probably the most prosperous half year 
that the United States has ever enjoyed. Though 
toward the end contradistinct tendencies began to 
appear, for the most part the period was marked 
by unparalleled activity in the industrial, commer- 
cial, and financial fields. 

Prosperity on a rising scale was everywhere ap- 
parent from the very beginning of the year. 
Indeed, the volume of trade was so great at times 
as to be unwieldy, and the sources of supply were 
often choked by demands for goods beyond plant 
capacity—an embarrassment which was accentuat- 
ed by the inability of industry to obtain an ade- 
quate supply of labor. One of the results, which 
incidentally augurs well for the immediate future 
of business, was the placing of more forward orders 
than ever before. 

In spite of handicaps such as the labor shortage, 
freight embargoes and the like, producers in not 
a few lines succeeded in speeding up output to 
more than normal full-time capacity. Consequent- 
ly the volume of trade in the six months, gaged 
by current statistics, was fully 45 per cent greater 
than in the same period of 1915. Here is what 
some of the common measures of business activity 
show: 

Six Months Ended June 30, ap. 


19 191: 
$119,557,000,000 $83,006,000,000 
$459,852,890 $364,959,025 
19,400,453 12 100,817 
4,325,000 


Bank clearings 
Building permits..... 
Pig iron production.. 
Steel orders (av’ge). 
Grain receipts at 

primary centers ... § 386,941,000 
Railway car orders.. 127 554,500 
Commercial Failures : 

Number 9,495 12,740 

Liabilities .. $111,271,.760 $188,587,535 
*Foreign Trade: 


Imports $1,267,200,000 $865,809.821 
Exports $2,492,100,000 $1,701,808,505 


Total $3,759,300,000 $2,567,618,326 
Stock Exchange Transactions: 

Stocks (shares)... 85,005,382 62,259,659 

Bonds (par val.).. $541,712,950 $395,200,700 
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*June partly estimated. 


Though a noticeable let-up was apparent in some 
directions at the close of the six months, in others 
improvement continued at an accelerated pace. It 
is by no means certain that the second half of 1916 
will not prove to be an even bigger one for business 
than the record period which has just closed.—The 
Annalist. 


The New Check System 


THE new country-wide system for collecting bank 

checks was put in operation recently by the 
Federal Reserve Banks. The new system will re- 
duce the cost of check collections, and the actual 
and proper cost of transferring funds from one 
point to another will be more equitably distributed, 
officials say. There will be less money tied up in 
the mails, and each community generally will prob- 
ably benefit by the retention in local banks of 
funds which, under the old system, were trans- 
ferred to the larger cities during the process of 
collection.—The Annalist. 


Avers Russia Looks to U.§, 
to Build Railway System 


TTENTION has been called by the Nationaj 

Association of Manufacturers to projected im. 
provements aggregating hundreds of millions of 
dollars by the Russian Government, almost all of 
which will go to manufacturers in the United 
States. The construction of 25,000 miles of rail- 
road and a system of ship canals unequalled any- 
where in the world are the most notable improve. 
ments projected. 

Russia now demands immense quantities of sup- 
plies, embracing machinery of all kinds and rail- 
road equipment in vast variety, nearly all of which 
is to be supplied by American manufacturers, ac- 
cording to the association. 

Hundreds of Russian railroad men are now in 
this country studying the American railroad sys- 
tems of operation. Among those now here are in- 
cluded mechanical and constructing engineers, and 
they are studying locomotive and car building 
plants, the equipment and operating of railroad re 
pair shops and railway methods in general. 

On January 1, 1913, there were 46,839 miles of 
railroad open to traffic in Russia, not including 
13,000 miles of railroad not open for passenger 
or freight traffic, but used for the requirements 
of the railroad service exclusively. About seventy } 
per cent of those railroads belongs to the central 
Government, the remaining thirty per cent to pri- 
vate companies, the Government reserving the right 
to purchase and incorporate them in the national 
railways after twenty-five years of private opera- 
tion.—Journal of Commerce. 


American Trade with China 


AMERICAN trade with China has been consider- 

ably benefitted within the past few months by 
the unusual rise in the rates for silver exchange, 
according to the Foreign Trade Information Bu- 
reau of the American Express Company. These 
rates have reached the highest point recorded with- 
in the past thirty years, and the increase in the 
market price of silver has increased the buying 
power of China accordingly. The Hongkong silver 
dollar, which is the principal currency of South 
China commerce, had an exchange value of $0.43 
in United States currency in October of last year. 
Hongkong exchange rates for the past month have 
averaged 50.25 cents, the difference representing J 
what this increased buying power actually amounts 
to.—The Annalist. 


Employees Insured for 
$16,000,000 


HE Prudential Insurance Company of America 

has insured its 16,000 employees, for a total of 
over $16,000,000. This is the largest single amount 
of life insurance ever covered by any company in 
the world.—The American. 
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New Corporation Formed for 
South American Trade 


OR the purpose of developing close: friendly 
F commercial and poiitical relations between South 
America and the United Staves, a group of finan- 
ciers, headed by Joseph Coler, President of the Fifth 
Avenue Bond and Mortgage Company, has organ- 
ized the Internations Commercial Corporation, and 
enlisted support by large business and banking in- 
terests throughout Europe, the Orient, Australasia 
and South America. 

Senor F. A. Pezet, ex-Minister of Peru to this 
country and one of the vice-presidents of the corpo- 
ration, will have charge of the development of 
foreign enterprises, and William Murray Seaton of 
London, another vice-president, will be in charge of 
general merchandise. Mr. Coler will be president 
and chairman of the new corporation. Other vice- 
presidents will be elected shortly, and several ex- 
ecutive officers will go immediately to foreign ports. 

The export trade of the United States with 
foreign countries is increasing daily, and the or- 
ganizers believe they have made such arrangements 
as will insure to it a large proportion of the new 
trade—New York World. 


Substitute for Gasoline Tested 


GTROUDSBURG, Pa.—A substitute for gasoline 

has been discovered by Reeves J. Bush, a local 
harness maker. In a demonstration recently made, 
an Overland car was driven at a rate of fifty-three 
miles per hour consuming, when driven at high 
speed, one gallon of the substitute composition in 
covering 23.7 miles. 

The substitute is said by Mr. Bush to be a com- 
pound of plentiful chemicals which under ordinary 
conditions would cost far less per mile than gaso- 
line. 

Dr. Clarence M. Brownell, expert chemist, who 
helped Mr. Bush to put his chemicals into compo- 
sition, says of the discovery: 

“It softens and neutralizes all carbon formation, 
turns carbon into a graphite lubricant, keeping the 
* motor running smoothly without knock or trouble. 
There is no acid or ingredient that will in the least 
harm the most delicate motor.”—The American. 


French Loan 


ARRANGEMENTS for the $100,000,000 loan to 

France have been completed, according to a 
statement given out by J. P. Morgan & Co. Robert 
Bacon, a former United States Ambassador to 
France, will head the American company which is 
to hold the collateral against an issue of short term 
notes in dollars. The collateral to secure the loan 
consists mostly of bonds of neutral countries, and 
is worth, at present prices, 120 per cent of the obli- 
gations to be issued by the intermediary company. 
—The Annalist. 


$1,000,000 Rubber Cargo on 
Way 


SHIPMENT of twenty carloads of crude rub- 

ber valued at $1,000,000 is on its way to New 
York from San Francisco via the Southern Pacific 
Ogden route—The American. 


The American-Russian 
Chamber of Commerce 


THE American-Russian Chamber of Commerce, 

60 Broadway, New York, has just published a 
pamphlet entitled “Commercial Russia,” which is 
the first of a series of pamphlets which the cham- 
ber is preparing on the possibilities for American 
capital in the development of American trade in the 
Russian Empire. 

The value of this information to manufacturers 
desirous of expanding their trade jn Russia may be 
inferred from the table of contentS. The introduc- 
tion describes “The New Russia.” Chapter 1 covers 
“The Economic and Financial Development in Rus- 
sia During the Last Ten Years,” sub-divided into 
four sections. The next chapter describes “The In- 
dustrial Strength of Russia.” Chapter 3 shows 
“Possibilities for Foreign Capital in Russia.” Chap- 
ter 4 explains “Possibilities for Foreign Trade in 
Russia.” 

The financial situation in any country is always 
of prime importance. The qualified Russian econo- 
mist who prepared the matter for this book says: 

“Simultaneously with the wonderful economic 
and trade development in Russia developed also the 
finance of the great empire. The money in Russian 
banks and in circulation increased from $918,000,- 
000 to $1,938,000,000 during the last ten years, an 
increase of about 111 per cent. The amount of se- 
curities in circulation grew from $4,233,000,000 to 
$6,783,000,000, an increase of about 60 per cent. 
The deposits in the Russian State Bank, Societies 
for Mutual Credit, Share Banks and City Banks on 
Jan. 1, 1913, amounted to $1,669,230,000—about 
$1,000,000,000 more than on Jan. 1, 1903. 

“During the ten years between the Russian- 
Japanese War and the present war, Russia’s wealth 
has doubled. This is the fundamental fact that 
must be realized for a proper understanding of the 
momentous occurrences in Russian economic life in 
connection with the present war.” 


A Rival for Sisal 


WILL Florida successfully compete with Mexico 

for the twine business? A hitherto worthless 
encumberer of thousands of Florida acres, the scrub 
palmetto is coming into prominence as a competitor 
of the sisal plant of Mexico, which is now the main 
source of our binder twine supply. A company has 
entered this field, and declares to have produced 
a palmetto twine which withstands a greater strain 
than similar twine made from sisal. The new twine 
is a product of the leaves of the scrub palmetto, 
which are removed without killing the plant.—The 
Farm and Fireside. 


New York Has Most Protested 
Checks 


W ASHINGTON.— Out of nearly 10,000,000 de- 

positors in national banks, there has been an 
average of 1039 protested checks received daily the 
last three months, for an average daily total of 
$141,570, according to the Comptroller of the Cur- 


rency. The largest total for the three months was 
in New York, where 3187 checks with a face value 
of more than $1,000,000 were protested. Over- 
drafts in all national banks amounted to $6,994,000 
on May 1.—The American. 
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Infantile Paralysis 


NFANTILE PARALYSIS, the dread dis- 
ease which is claiming so many little vic- 
tims in and about New York City, has 

reached such an alarming stage that the Gov- 
ernment with a corps of trained experts has 
come to aid the great metropolitan district 
in its effort to stamp out the disease. Al- 
ready there have been almost 2500 cases. and 
the death list has reached about 500. 

Infantile paralysis is not a new disease, 
having caused alarm each summer for sev- 
eral years past. In the summer of 1907 there 
were 2500 cases, which was up till this year 
a record. 

Most serious contagious diseases are un- 
derstood and can be controlled by medical 
science, but this disease which attacks the 
spinal cord or sections of the brain seems 
to have baffled the nation’s best doctors. 
Most of the victims are children under seven 
years of age, although older persons have 
been afflicted. The onset of the disease is al- 
most invariably sudden, usually occurring in 
the midst of apparently robust health. In- 
deed, so rare is any history of a preceding 
nervous disturbance that such a disturbance 
must be considered as accidental. Children 
wake from a good night’s rest to be found 
paralyzed. The disease this year seems to 
have originated in one of the best and finest 
residential sections of Brooklyn, and it has 
spread rapidly. 

At the present time it is extremely difficult 
to secure a health certificate which will per- 
mit a child to be taken out of the city, 
and it is still more difficult to have such a 
health certificate accepted by the officials of 
nearby towns. It is practically impossible to 
take a child in an automobile and travel 
freely from town to town anywhere in the 
vicinity of Greater New York. Exceptional 
care is being exercised in northern New Jer- 
sey, where the trains, as well as the public 
highways, are being closely guarded by offi- 
cers of the law. ' 

The fact has been determined that the 
mucous membranes of the nose and throat are 


64 


if} 


HU 


contaminated, and it is the belief among 
medical men that the disease is being spread 
in this way. At one time certain experi- 
ments seemed to show that biting insects, 
and particularly the stable fly, might with- 
draw the virus from the blood of infected 
persons and inoculate it into the blood of 
healthy persons, but as the virus has never 
been detected in the blood of human beings, 
and later experiments with the stable fly 
have not confirmed the early ones, this means 
of escape of the virus is considered doubtful. 
On the other hand, the house-fly has been 
found to be a carrier of the disease, and 
every precaution is being taken to prevent 
these germ-laden flies from coming in con- 
tact with children. 

It is common to see the house-fly feeding 
upon spittle, and such flies have been known 
to carry the disease for as long as 48 hours 
after attack. It seems in the midst of this 
terrible affliction almost sacrilegious to men- 
tion things of business, but there is one line 
of goods carried in the average hardware 
store to-day which is so closely related to this 
subject that mention of its sale is a duty. 
Window screens, screen doors and wirecloth 
have their place in this editorial. There has 
never been a time when the screening of 
homes was of more importance than it is to- 
day. Not only this, but wherever possible 
disease-laden flies should be trapped and de- 
stroyed before they enter the household. 
Those merchants who are carrying covered 
garbage cans, fly traps and wirecloth of vari- 
ous kinds are bound by a public duty to open 
strenuous sales campaigns to educate the 
public to the prevention possibilities of this 
merchandise. 

Infantile paralysis has undoubtedly been 
spread by the ordinary domestic fly, not only 
by direct contact, but by food with which 
they have been in contact. The fly is under 
more than suspicion as being a potential me- 
chanical carrier of the disease. 

Like all other infectious diseases, infantile 
paralysis does not arise at once after expos- 
ure, but only after an intervening lapse of 
time called the period of incubation. In 
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some cases this period has been as short as 
two days, in others it has been as long as two 
weeks, but the usual period does not exceed 
eight days. The greatest danger of the dis- 
ease is in its early stages. The disease usual- 
ly lasts from five to six weeks. While grown 
persons are very, very rarely attacked with 
the disease, it has been demonstrated that an 
adult can readily carry the disease in the 
mucous membranes of the nose or throat. 
The chief means by which the secretions of 
the nose and throat are disseminated is 
through the act of kissing, coughing or 
sneezing. 

Habits of self-denial, care and cleanliness 
do much to limit the dangers of the spread of 
the disease from these sources. Moreover, 
since the disease attacks by preference young 
children and infants in whom the secretions 
from the nose or mouth are wiped by mother 
or nurse, the fingers of these persons readily 
become contaminated. Mothers and children 
are warned particularly to wash their hands 
and faces frequently. In an address before 
the New York Academy of Medicine one 
famous doctor said flies often collect about 
the nose and mouth of patients ill of infan- 
tile paralysis and feed on the secretions and 
they even gain access to the discharges from 
the intestines. in homes unprotected by 
screens. This fact relates to the domestic 
fly, which becoming grossly contaminated 
with the virus may deposit it on the nose 
and mouth of healthy persons, or upon food 
or eating utensils. Extreme care is being 
used in the hospitals to prevent the spread of 
the disease in this manner. 

There exists at the present time no safe 
method of vaccination, and no practical 
method of specific treatment. The preven- 
tion of the disease must be accomplished 
through general sanitary means. Recovery 
from the disease is a spontaneous process 
which can be greatly assisted by proper med- 
ical and surgical care. To give some idea of 
the extremes to which the inhabitants of 
Greater New York are going to prevent the 
spread of this disease, a number of large de- 
partment stores in the city have notified cus- 
tomers that they would refuse all returns of 
infants’ and children’s wearing apparel be- 
cause of the danger of infantile paralysis be- 
ing spread in that manner. Other stores 
have refused to send out goods on approval. 
Moving picture shows do not permit the ad- 
mission of children under 16 years of age. 
Schools and public meeting places where 
children gathermtogether in large numbers 
have been closed. There is even a ban on 
the Sunday schools. 
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The health officers are receiving the hearty 
co-operation of police, civic authorities and 
individuals everywhere in the afflicted dis- 
tricts. One day’s reports would seem to in- 
dicate that the disease is under control, and 
the next 24 hours tells a different story. 
Medical science wil] undoubtedly master this 
problem as it has mastered the great disease 
problems of the past, but in the meantime 
citizens owe their community and themselves 
everywhere precaution and prevention, and 
merchants who distribute such products as 
can be used to prevent the spread of this dis- 
ease might run sales with special reductions 
in prices as a demonstration of good mer- 
chandising and good citizenship. 


Charles Kirchhoff Dead 


HARLES KIRCHHOFF of 587 River- 
C side Drive, New York City, who was 

long identified with The Iron Age as 
editor-in-chief and as business manager, 
died Saturday, July 22, at his summer home 
in North Asbury Park, N. J. 

Mr. Kirchhoff was born in San Francisco, 
March 28, 1853, and graduated in 1874 from 
the Royal School of Mines, Clausthal, Ger- 
many, as mining engineer and metallurgist. 
He was chemist of the Delaware Lead Re- 
finery, Philadelphia, 1874-1877, associate ed- 
itor of the Metallurgical Review 1877-78 and 
associate editor of The Iron Age 1878-81, 
From 1881 to 1884 he was managing editor 
of the Engineering and Mining Journal 
when he returned to The Iron Age as asso- 
ciate editor, 1884-89, and was editor-in-chief 
1889-1910. For a number of years after the 
death of John S. King, business manager of 
The Iron Age properties, Mr. Kirchhoff was 
also manager of the David Williams Com- 
pany, New York, publisher of The Iron Age, 
HARDWARE AGE, Metal Worker, Plumber and 
Steam Fitter and Building Age, until 1910, 
when he retired from active work. 

Mr. Kirchhoff was also a special agent of 
the United States Geological Survey for the 
collection of statistics of the production of 
lead, copper and zinc, 1883-1906. .He was 
president of the American Institute of Min- 
ing Engineers, 1898-99 and 1911-12; a mem- 
ber of the American Iron & Steel Institute; 
a member of the Iron & Steel Institute of 
Great Britain, and of the American Society 
of Mechanical Engineers, the Verein 
Deutscher Eisenhuettenleute and an honor- 
ory member of the Franklin Institute, Phila- 
delphia. 

Mr. Kirchhoff was a man of exceptional 
ability and was always held in the highest 
esteem by his associates, especially in the 
metal industries, both in the U. S. A. and the 
leading countries of Europe, where he was 
widely known. 

Among the clubs to which Mr. Kirchhoff 
belonged at different times were the Century, 
Engineers and Hardware Clubs. 





Publicity for the Retailer 


Well-planned Summer Necessity Ads—Interesting Dollar 
Day Sale Ad—Small Ads on Timely Specialties— 
Many Money-making Suggestions 














Four Leading Summer Specialties Well Featured 


No. 1 (8 cols. x 9%4 in.). Joseph Mattes & Son, 
Odebolt, Iowa, sent us this ad. The idea behind it LSS Sane, Sestopes ‘nase feo erer belle to pos 
is excellent—the grouping of several important sum- sta stan rerignrgor, iw rea freer, wn 
mer specialties in one ad. This ad has four chances 

to interest against one of the ad devoted wholly to Princess Oil Stoves Porcelain Lined 
one specialty. An ad of this type, therefore,.is a Refrigerators 
large factor in economizing newspaper space. The 
heading and introductory talk are features needed 
on this ad where no single sub-display stands apart. 
It will be noted that the display arrangement per- 
mits of a fair amount of text for each article and 
this text has been very well handled. Good selling 
points are made in each panel. For instance, in the 
mower panel, the mention of ball bearings: in the 
freezer panel, the mention of the fastening attach- 
ment—a great boon; in the stove panel, the fact 
that the stove is sold with or without the oven; in 
the refrigerator panel, the mention of eight walls. 
We mention these points to illustrate the difference 
between copy that is desire-creating and copy that 
is merely a collection of words to fill space. A per- 
son will often decide to buy on some unusual or 
novel point of construction and where space is more 
or less limited, as in this ad, the writer must be 
careful to pick the important points. This ad has 
one glaring defect—the lack of price. You must re- 
member that the lack of price is more often a sales 
deterrent than the quoting of price. This fact has 
been conclusively demonstrated. Of course, we are 
referring to articles purchased in the routine of 
daily living—not rare paintings or steam yachts. 
There’s plenty of work for an ad like this to do be- 
tween now and Sept. 1, so give it a chance. 





Summer Necessities 


Warm weather will soon be here 


OUR AIM I8 QUALITY 18 
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No. 1—Good warm weather reading 


Of Interest to Both Soldiers and Civilians 
No. 2 (6 cols x 21 in.). From Cape Town to 


are so neatly interwoven as not to leave a trace of 
mere commercialism. Moving away from this panel 


Cairo, from Lucknow to London, from across the 
Seven Seas, the sons of Britain are rallying to the 
call of the Empire. This ad, sent us by C. H. 
Smith of the J. H. Ashdown Hardware Company, 
Winnipeg, Canada, is illustrative of how the martial 
spirit of times pervades even the advertising of 
Canadian firms. The point of main interest in this 
ad is the center panel showing the crest and listing 
the officers of the One Hundredth Winnipeg Grena- 
diers Overseas Battalion. And seldom have we seen 
a piece of copy which so cleverly uses the biggest 
topic of the times as a vehicle for selling a hardware 
specialty. The thoughts of soldier and safety razor 
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and looking at other portions of the ad brings be- 
fore us a galaxy of articles for the vacationist, the 
automobilist, the man of the house and the busy 
housewife. There’s something for everyone here. 
Some of the panels dismiss their subjects with a few 
descriptive words, but many of them are keenly sug- 
gestive. For instance, the automobile chair panel, 
the electric toaster stove panel, the Hotpoint iron 
panel with its suggestion of moving to the coolest 
spot in the house, the varnish panel and the auto- 
mobile accessory panels. By use of these suggest- 
ing panels, the writer has added a great deal of 
interest to the ad. The display is really excellent. 





Gene tet thi a ees 
‘With an Acue Stropper 


Stroys aid sharpens all standard single-edged 
biades and Gillette blades Makes an old blade 
sharp and keen as new with a few strokes It 

px just on the proper angle. and has @ fine- 
sade horsehide strop which puts an excellent cut- 





razor should have 
dozen on sale Saturday Special 
Cutlery Oept., Main Fleer 


one Four 








Steering Device 
for Ford Cars 


f rd car hold to the road with the cease of a heavy car, by 
heel resistance similar rx will keep your frout 
as to require little of your time while you are 

fe lety and prevents a qut 


Accessory Dept. Main Fleer 


Make That Old Floor Look New 


Give it a coat of this varnish — it 
will cover up the marks and scratches 
and give it a clear, brilliant lustre. 
Wears well, too, and wil] not mark or 
turn white. The continual tread of 
heavy shoes has no effect. on the hard 
gloss finish given by this varnish 
50 only Quarts Regular $1.00 





Specia 
530 only Pints Regular 60c. Spe 
cia . - , 
Paint Dept. Main Fleer 
$1.60 RAZOR STROP, $1.00} FORD TUBES AT $2.65 
High-quality pure rubber 
*) | tubes at much lower prices. 
Size 30x31 anly, and with 40 
ouly on sale Special .$2.66 
Accessory Dept. Main Fleer 
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Saturday Shopping News 








3 wise ‘Ye 
In Pleasing Fei poe These 
Four Prices 


TRUNK AT 63.65 SUITCASE AT $1.60 


An inexpensive Fibreoid case 


wood steel 

Brase plated stec: corners top and 
bottom. Good lock. | 
Bech . 


TRUNK AT 96.25 


! 
| 
j 
steel binding 
. 


bottom 
$3.66 


deep ollcioth case 
er Wy 

wass lock and bolts. 

te atest this case 


Cut Your Tire Expense 


Use an Adamson Vulcanizer 


Tires last longer if kept always im good 
condition. A small cut or tear soon becomes 
larger #€ not fixed at once That's what an 
Adamson Vuleanizer is for Carry one in 
your cat always, you can make repairs on the 
road. Anyone can use one, and casings ean 
be repaired without removing from the rim 

Model V—For tubes and casings $3.00 
Mod@ T—For tubes only 





2.00 
Accessory Dept., Main Floor 








Toaster Stove at 
$2.25 





This handy Electric Stove 
can be used for boiling a 
kettle, for frying, toasting 

preparing a light 

s clean and eco- 

heats up quickly, : 

being ready for use at the snap of a switeh. Specially priv 

ed also, and a useful stove for Summer use. Heating cle 
ment is guaranteed for ove year ‘Pweuty-five only ov 

Special 


$2 
Electrical Dept. Third Flee 


Muffler Cut-Out For 
Ford Cars 


A sunple and effective cut-out (hat is eas 
wo apply and is most effective in action. Light 
‘and compact an ut of order 
and rattle 
tools are required. 
7%. A 








‘om pie’ ourm n 
coossory Dept Mae Fleer 


Sewing Machine 
at $30.00 


Here is a great favorite ia sewing 
machines, our famous “Diamond A 
It im the standard for quality. Easy 
tosoperate aad built to give years of 





operating any sewing 
b 18.50 
Accessory Dept, Main Floor 











FORD RUBBER PEDAL 
PADS Ford Wheel 


4 are easily attach- 


f three 
otuen hac Ste 
Accessory Dept, Main Fleer Ae ecoucery Dept. Main Fleer 
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SPECIAL, 


$1.45 
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shape, All sixes. 
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100th Winnipeg Grenadiers 
Overseas Battalion 


Stirred by the love of liberty and honor—called 
by the Empire’s need d d by the hardshi 
and camage “at the Fromj—keen tu be in at the 
finish — Canada’s finest manhood is getting into 
khaki! 

Men who thus give up income and home comforts, 
and risk life itself, certainly should not have to sacrifice 
euch civilized habits as a clean, smotth shave whenever 
they want it. has shown that the only way to 
be sure of this at the front is to have a Gillette Safety Razor. 

Wherever there is soap and water, and five 
minutes to spare, the Gillette will.give a real velvet 
shave. Take one to the Front yourself if you can— 
if you cannot go, see that your enlisted friend has a 


Gillette Safety Razor 





18? 


SPECIAL, $8.00 


100th 
Overseas Battalion 


+ Atahelt moer “ 
Six Only on Sale 


SPECIAL, $10.00 


Junior Major 
Majer G. M. Retd 


Contain G. C. James 


Captain T. W. Leslte 
Paymoster 
Captain C. S$. Tyrelt 


Medical Officer 
Captain |. F. Mc Qpap 


Tranapert Officer 
Lim. WH. MecManae 


Machine Gun Officer 
Lit. P. W. Newman 


Signalling Officer 
hit. W.) Chea 


Recruiting in W innipeg. 





chambe 
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KITCHEN MEAT SAW, 30c; USE LESS GASOLINE 
Have one of these gasoline 
suvers attached to your ear- 
buretor—saves gasoline and 
jmakes the cat ru smoother 
and easier, Each $1.00 
Accessory Dept. Mein Fleor 


Kexuiar Gi value in wet | 

eat Mawes *for home wa a 
splendid naw that ix needed in on 
kitchens ary tad We 


eo! Dept, Main Fleer | 


Rear View Mirrors at $2.50 


Useful, ornamental and neat in ap- 
pearance and in either square or oval 
style, Substantially construeted and 
fitted with genuine bevel plate glass 
mirror, size 5x7 inches, backed with a 
pressed steel plate and has an adjust- 
able ball socket. Also has a removable 
frame which permits casy replacement 
of mirror in case of accident. The 
clamp is also adjrstablé. allowing ex- 
tetision from the wind shield 
Each 
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Accessory Dept, Main Fieor 

Auxiliary Radius 
Rod _ 

’ For Ford Cars 


The radiue rodx on a Ford car bend and break easily ene 
this happens the driver canwot control the car. Put one of 
these extra rode bets it fe tow late and guard eR ecciéents 
and repair bills. Each ... 











Avtnuney aout Bee 


whee 


Porrecy $6.50 


FOR SUMMER COOKING 

The ideal stove is the one 

that will do all your baking 

and cooking with the least 

fuss or trouble and without 

heating up the kitehen 

That'< what this oil stove 

will do. It is clean and 

economical, gives no smoke or odor; simple and easy to 


operate, and a “pee baker. Two-burner size with glass 
ou tank, Specia 





Houssfurnishing Oept, Second” Fleer 








Sani-Flush at 25c a Can 


Bant-Plosh cleans totiet l 
lesaly white and sanitary. It gets af 
that no brush can reach, eleans it 
makes dipping with water and wrubhtua enner 
Rani-Flush will banish the disagreeable feuture of clean 
ing tofiet bowie ler can We 


and prevents od 


Paint Dept 


Kitchen Knife Grinder at $1.35 


KEEP THE KNIVES SHARP 
with one of these new grinders, easy running 
effective in results and low priced. ft is a 
regular household grinder, made specially 
for sharpening butcher knives, carving 
knives and all kitchen knives. Theu it has 
a special atiachment for holding scissorx 
white being sharpened. Just co few turns will put a keen edge | 


Main Fleer 





on the dullest knife Twenty-five only on sale. Special. .$1.35 
Too! Dept., Main Fleer 











Sierslihen bes for the Tennis Player 


THE F. A. DAVIS ““YORK" RACKET AT $3.26 
An exceptionally well built ragket for such a small prise 
and one thet wPl give satisfaction to the most exacting. The 
York’ is strung with good quatity lambs’ gut, has doub) 
strung centre; the frame is mm@le of selected white ash with re 
inforeed shoulders. Speciai $3.25 


DOHERTY RACKETS 
STRUNG FOR SHALE COURTS, $10.00 
Davis Risley Hexagén Racket ........ ar 4 
Slazenger Demon Racket... .. 

Child's Racket ....... 6540-00055 26e a wd te 
Sporting Goods Degt., 2nd Fleer 


ASHDOWN’S 





FORD FAN BELTS 25¢ | GRASS 
One hustle? oviy Pord Belts} — 
1! this special price. Special. 


made and specially treated | * 
| 


belts that are proof ageinst 
hrinkage 


Accosse-y Dept. Main Fleer 


Special 





Folding Auto Chair 
at $2.50 


A handy, convenient ehair, to 


and many other ses 8. 

solid and strong. of the best oval 
steel, finished in black enamel 
and upholstered in black water 
proof leather. Absolutely safe 
with no daliger of slipping. and 
makes a most comfortable seat 
Each 


Accessory Oept., Main Fleer 











For Autos in 
Trouble 


a the ar -saver 
teh with a Panel ¥ 
Out Is the little thing 


ve Pull-U-Gut 


ke 
Accessory Dest 


Hotpoint Irons at 
$4.25 


oning the electrical way 





a Hotpoir 
ot- weather way « 
th = Hotpoint fr 

eed to be shut in @ stuffy 
ou can take your ironing t hovee 
there is s lamp socket there. The Hot 

*guere on years. Com 


Electrica! Dept., 8rd Fleer 








2—There’s something of interest for everyone here 





Hardware Age 








PRICES THAT ARE 

AWAY BEYOND COM. 

ae oe PARISON ON JUNE 28th, 
DAY, JUNE 28th. DOLLAR DAY 


Never Defore Have You Heard of Such Remarkably Low Prices 
Catalogue Prices Smashed to Pieces 


Biggest bave ever made to the People of P. E. Island. We make on this Big Dollar 
bass eh he ieinads ot conte y to take Ad of the Wonderfi 


mous orercunc, [OUARIMY 
er 





June 28th, Special Train Arrangements 


Dey Anniversary from all Parts 
Values in this Stere. Your Dollar wiil go farther than it cver did before 











This Lawn Swing will 
Sell for 5.75 
On DOLLAR DAY 


An exccedingly well made Lawn 

Swing of Hardwood, painted and 

varnished. This Swing is very strorigly built, and guarapteed 
in every way. Seats 4 Adults or 6 Chikiren. Our Price on 
Dollar Day...* ? .... $5.75 


LAWN SEATS—Folding Style, Painted and‘ Varnished, 


sold for 1.00 elsewhere. . 
well made Seat On Dollar Day our price to you ....... 91.29 | | 47 


of it: Door and Hinges for only ..... 


THIS RANGE FOR 35 ONE 
DOLLARS 
Highest Grade Reber Hose that will give you ON DOLLAR DAY 
ee 1 FREIGHT PREPAID 
+e Wire Bound \ ioe EXACTLY AS CUT cae 


1.2” Muttipied Hose 
3” ” 
Chaagage Theep vise With ‘Other Just Imagine: A High Class Steel 
mame Range at such a popular price. It has 
all the faultlessness of cunstruction of 1 Best Quality Amuleter. (or 
the pther famous brands.’ It isa splen- ‘<i Batteries om your Car 
id stove for an ordinary family, being’ ‘sr = indo le: ” ae 
an excellent baker and cooker. It is 
the most up-to-date design, and has the 
——_—___—_— | _veass * ; features of a high-priced range. Call and_see 
wits questo ter gensrel oe poi: la ; this range, and let us explain to you its good 
Rag. Price 61.00 Dotter Oey, qualities. Ycu will be convinced that it is the 
gest value you have e pelle se 
eon Dohar Day.....; > ger Lamps, 23. 40 and 
And remember that the freight is paid t> eee tan 
ycur nearest station. 


















































1 Wager Jack and 

1 Cas Asie OFF 

Reg value $140 Detter Gay! 
‘ to 


FOR CARPENTERS. , 
Inside Lock Sete Ornaments 
ut $140 Dortiar LA 
raeme. Be § Al 


1-16 im Stilison Wrench made 
f best quality drop Lorged 
Steel, Reg. $1.25 Dollar Oa: 
s ee ee iw 
——— et Ne lhe ae 
No, 9200 Antique Copper In 1 Com>. Maple Puller 3 Large Window Srrects. 7 
Lock Set, with ny Ge Ea. Ooliar Oay for es 
Small Window Screens. Reg 
28 Ea. Ootier Day 5 ter gue 


1 Nickel Flashlight Comptete 
with Battery, ete. our Regular 
price $1.45. Getter Oay tio 

1 Pr, Best quality Hames. 

1 Pr Mame Straps 

Reg. Value $1.50 for $1.00 on 
Dotter Day. 


All our Air Rifles spectall 
pried tor Deltar Day. ’ 
25 Rifles 

$2 Air Rifles 

to 

i—6 Fi Step Ladder Pi 

Sleeve Boa 
1 Inguing Slipper 

Velwe 31.38 Dotiar Day $1.00 
1 House Broom Shaft Pointe Make the old 
Reg. Valve $1.30 fer Dottar than New 

rt 


Order this Excellent Range To-day Oey ao! Prive the Es. Dotter Oey She 


Rubber Mats— 


Every household should have et least two Robber 








1 Lb. Arsenate of Lead. 
Vatus $1.90 Dotter Oey $1.00 


Visit Our Annex on DOLLAR DAY 
Some Genuine Bargains Here 


Foot Choppers. Mediam Size. 
‘ ¢ 11.25 Oot 





Dove mats Bold everywhere gum Jie upwards 


1 No % Enamel Stove Por peat rtteaih tictaonee ae 


1 Tim Cover for same 











1 Rd Enamet Roaster 


MAY 
Specials For 


TORKS 
ps p—» Farmers 


Here are sume genuine bargains for the thrifty 


Meg Value 95.38 Gellar Day 


vw 
1 Burd Cage, Pitted up with 
rhein Hooks, Calue $128 Bolter 
de $'00 


1-1 @ Creamer 

eq Tin Pau (iuhireas’ Kockigg — Horwes Long 

fg Vetus 0.38 neg. $120 Dotter Boy 0840 — | Lah Hawdie Beet quality vtegt chdhete. Reg 

: * * 

$100 ua renee. Copetiy 20 on Letg Saceme So . sultable tor geners: = 
Reg $i eee 6 oe “soon t" 

om Ti. Lang Hantie May Forks, Reg. pa 

Culored Jendiniers. Many de etter 
C wucieg (rom $1.25 up. 

Dottar Day S100 


i Large = Enemet Chamber 


opricgon Lawn Steverseret pores rtninlainssabinsclaoney rr 
fur Hur Day 
in n “ We offer sou 1 Weeder Ted 
1 Zine Week Board 
Value $1.35 Detiar Dey 31.00 
1 Streamer Pet 
1 Fieve Pau 
0 Qt. Pay 
Reg. Valve $1.30 Dollar vey 
we 


Fails. Rog. Price $1.99 Detter 

Oay $140 
Jaypened Dread Bosen A» 

corted designs Reg. “91.25 

Dotter Dey t $190 
- a i 
16 QL Preserve Kettle 

% Wt. Saucepam 

1 Mixing Bowl 

1 Pudding Dion 
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Dazey Glass Charns — 


trae Deter” Chore tain ©. cleeaaby ttealt sore 


1 Coat Mod 
1 Fire Shove 
! Com Stove Polen 
i Stove Brosh 
Vetwe $1.25 fer $1.00. 


i 


i? 


Corner Feed Boxes, one picce Solid Cast 
Iron -with flange on sides, Regularly sold for 
1.50 Dollar Day . 1.00 


it 








Washing Machines— 
Less 10 per cent on DOLLAR DAY 


ia 
% Whek OM Stove 
1 Tin Kettle 

Velwe $1.25 Dollar Vay $1.90 


1 Enamel Mixing spoon 
Velwe 6).90 for $1.40 on Det 
ter day. 


__ 


al 
TF F 
Bi? 
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Here is your chance to procure a Wasi 
ing Machine.and save labor in washing. = 
your wank Gaz 0 pigssure insaned of 9 Une 1 Pie Plate ¢ > 

: Value $1.35 fer $1.00, 
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ques THE ROGERS HARDWARE COMPANY , LIMITED 


WHOLESALE AND RETAIL 





Grafton 
Street 








No. 5—Giving great prominence to the well-known dollar 


We think the departmental headings, like “Tennis 
Goods” and “Trunks, Bags, etc.,” a very good idea 
and the idea could be extended in this ad to include 
automobile accessories, household specialties, etc. In 
fact, a special ad could be made up using these head- 
ings for every department. We would not recom- 
mend its constant use for large ads because it would 
grow monotonous. But occasionally it would be a 
welcome departure from the regular ad. Our only 
other suggestion would be to have a specially drawn 
name design for “Ashdown’s.” On a large ad this 
aids in identification for, as a rule, on large ads 
the space devoted to the firm name is rather small, 
comparatively speaking. 


Where No Words Are Wasted 


No. 3 (2 cols. x 434 in.). This ad was sent us by 
W. J. Hoyt of the Hoyt Hardware Company, Wells- 
ville, N. Y. Accompanying the ad was a letter from 
Mr. Hoyt to the effect that his firm is a staunch be- 
liever in terse copy. Mr. Hoyt does not believe it 
advisable to try and cover much ground. As con- 
cerns his own publicity, Mr. Hoyt is eminently cor- 
rect in his contention. He uses small space and 
terse copy which is a happy combination. While all 
copy should be terse, it should not be terse to the 
point of omission. Remember there are many 
articles of hardware which to be properly presented 
to the reader call for explanation, description and 
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GARBAGE 
CANS 


Not how Low Priced but 
how Good. Extra Heavy 
Galvanized Iron, Drop Cov- 


ers, Heavy Bails with Mal- 
leable Ears,Leak Proof, Fly Proof, 


Wire Fly Traps, Free Fly Swatters 
USE THE ‘PHONE 








HOYT HARDWARE 





No. 3—Brings household sanitation to the forefront 


suggestion and this combination necessitates more 
than a few snappy phrases. When a man is in- 
terested in an automobile he devours all the litera- 
ture and advertising concerning it that comes under 
his notice. Similarly, a housewife interested in a 
refrigerator or a kitchen cabinet wants to know 
about it—how it is made, its special conveniences. 
what it will do for her, how long it will last,. etc. 
As to covering much ground, this is easily done if 
you make your ad large enough. Refer to ad No. 2 
and also notice how much ground your department 
store covers in its page ad. This particular Hoyt 
ad is good because it serves to remind people of the 
things necessary to household sanitation and more- 
over the articles listed are purchased without any of 
the preliminaries that one would go through in ac- 
quiring a refrigerator or an oil stove. The main 
thing to remember is to fit your copy to the article 
and to the space. We are always glad to have points 
like those which Mr. Hoyt brings out, for such 
thought stimulates advertising investigation and 
makes for more productive publicity. 


Another Example of Copy Brevity 


No. 4 (2 cols. x 434 in.). Here is another Hoyt 
ad. In this ad Mr. Hoyt’s terse copy exactly fits the 
situation. Here are two low-priced articles and the 
text in a few words brings out the salient points. 
To have used more copy would have been only to 
burden the reader. We would have set “Satisfac- 
tion Guaranteed” in smaller type and run a dash 
between the two divisions of the ad. At present 
the division in the copy is not very plain. Notice 
“home grown gas and oils.” Also “Use the Phone.” 
Mr. Hoyt certainly works small space for all it’s 
worth and those of you who are using small space 
should take example. 


Comprehensive Dollar Day Sale Ad 


No. 5 (Page ad). Miss Gertrude Coyle, advertis- 
ing clerk for the Rogers Hardware Company, 
Charlottetown, P. E. I., sent us this page ad devoted 
to staging a dollar day sale. Miss Coyle asks for 
our comments. As a unit, the ad is very attractively 
arranged. The headlines and heading design tell 
the story at a glance. We would suggest some 
transposition of panels if the ad were to be brought 
to maximum efficiency. Inasmuch as a dollar day 





TWO AUTO SPECIALS 


Top Dressing for Mohair or Pantesote tops. 
Water proof, elastic, sun proof, permanent. 
Makes old tops look like new. Mohair in G0c 
and $1.00 sizes, and bright finish in G5e and 
$1.25 sizes. 


Satisfaction Guaranteed 


Then we’ve a spouted, one and two quart 
oil measure that’s mighty handy. 15¢ and 25c 


sizes. 
Home grown Gasoline and Auto Oils. 


USE THE ‘PHONE. 


HOYT HARDWARE 





No, 4—Where brevity fits the subject 


sale instantly conveys thoughts of dollar-priced 
articles, we would suggest moving the bottom cen- 
ter panel of the ad to the top and placing on each 
side of it the other dollar specials featured. This 
would gain greater interest at the outset and carry 
along articles featured at a reduction. Apart from 
this the ad is very well handled. The dollar items 
are simply listed and this is sufficient where the 
value is sosunusual. Most of the other articles at 
higher prices are presented at length. The use of 
good cuts throughout the ad helps its general ap- 
pearance greatly. If a good ad will win business 
this ad should have produced very gratifying re- 
sults. 


Business Increased by Hard- 
ware Age 


ODEBOLT, IOWA. 
To the Editor: . 

I am enclosing the last two of our advertise- 
ments and wish you would let us know in some 
future issue of HARDWARE AGE where they are lack+ 
ing and how they might be improved. 

I certainly appreciate the advice you gave me 
before on how I could make my ads more effective. 
I am strong for the HARDWARE AGE and my advice 
to all hardware dealers is to read it thoroughly 
and they will benefit by following the helps that the 
paper offers to the hardware business. At least I 
think our business has been increased by watching 
the market and by the helpsgn the paper. 

Yours@truly, 
» G. H. MATTEs, 
JOSEPH MATTES & SON. 


E. H. THre.ecke, formerly manager of the St. Louis 
office of the J. Walter Thompson Company and of recent 
years connected with the Chicago office of that firm, has 
organized an agency under the name of the Thielecke 
Advertising Company with offices in the Webster Build- 
ing, Chicago. 


No near-sighted man can tell nowadays whether an 
ultimatum is the ending of an old series of notes or the 
beginning of a new one.—Boston Transcript. 
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Talking Machine Record Situation 


Types of Records Now Being 


Produced—How Patents/ Affect 


Manufacturing and Retailing—Limit Size of Disc— 


Restrictions 


HE surprising feature of the talking machine 
situation is the fact that while there are 
nearly 100 concerns manufacturing these com- 

modities, there are only seven or eight concerns 
which produce talking machine records. Yet the 
record is certainly an essential feature of the talk- 
ing machine. 

One reason for such a condition will at once sug- 
gest itself, namely, that many of the machines now 
being put on the market are assembled machines; in 
other words, that one can start in the manufacture 
of talking machines without any great amount of 
capital necessary. 


The Patent Situation 


The real key to the situation, however, is found 
in the fact that while the patents upon the talking 
machine have largely expired, those covering the 
processes by which it is possible to manufacture 
records on a commercial basis are still in force, and 
are owned by one or more of the older talking ma- 
chine companies. 

To understand the record situation, it is neces- 
sary to realize that there are at present practically 
two types of records—the lateral or zigzag record, 
and the vertical or hill-and-dale cut. 


How Records Differ 


In the lateral record the sound vibrations are re- 
corded in each side of the walls of the spiral groove 
on the surface of the record. In the vertical record 


these vibrations are recorded at the bottom of the 


curve forming little hills and dales. This latter 
type of record is the older of the two, having been 
used to record on the wax cylinders made for the 
first talking machines. The patent on this type, we 
understand, has expired. 

There is, however, another patent of importance, 
under which most of the present talking machine 
record manufacturers operate. This patent covers 
the speed at which a record can be made. 


Speed of Recording Important 


Without going into scientific details, it may be 
said that experiments have shown that sounds can 
be recorded more perfectly at a certain rate of 
speed than at a lower rate. This discovery is cov- 
ered by a process patent. It is this patent which 
is responsible for the fact that practically none of 
the records made by the more recently formed com- 
panies are larger than 7 in. in diameter. 

It will be readily seen that when the disc is turn- 
ing at a given speed the recording needle must 
travel faster on the outside of the disc than near 
the center. This necessitates averaging the speed 
in recording, in order to get the best results all 
around. Therefore, to attempt to make a record 


Imposed on Retailers 


at a speed less than specified in this process patent 
means, of necessity, that the disc must be suffi- 
ciently small that as its center is approached the 
recording speed will be high enough to produce the 
desired results. 

Retailers who have not watched the talking ma- 
chine situation closely have probably been struck 
by the fact that the newer record companies were 
making only comparatively small-sized records and 
wondered why this was the case. The explanation, 
as we have said, lies in the process patent covering 
the speed with which records can be made. 


Validity Not Yet Established 


Whether this patent will hold in court or not 
has not been decided. One of the big record com- 
panies recently brought suit against a retail con- 
cern for selling a record which was claimed to be 
an infringement of this patent. This suit was 
thrown out of court, however, because it was shown 
that this being a process patent only the manufac- 
turer, and not the retailer, could be held for any 
alleged infringement. 


A Combination Record 


We said that there were practically only two 
types of records. This reservation was made be- 
cause there is on the market at the present time a 
record which is claimed to be a combination of the 
vertical and the horizontal cut and, therefore, play- 
able on either type of machine. 

While the number of record manufacturers in 
this country is very limited, such is not the case 
in other countries. In England, for example, there 
are probably twenty-five or thirty concerns making 
talking machine records. Of course, the difference 
in the patent laws of the various countries is re- 
sponsible for this situation. 


Lower Prices Abroad 


Many of the patents still in force in the United 
States have expired in Great Britain, and it is 
possible to purchase 10-in. and 12-in. records 
abroad for considerably less than the standard 
price in the United States. 

Whether these European records can be imported 
into this country on a commercial basis remains 
to be proved. Certainly, if the patent covering the 
speed at which a record can be made is held to be 
valid, these foreign records will clearly be infringe- 
ments upon the American patent rights. The ques- 
tion of patent rights will, no doubt, be threshed out 
in the near future. And, no matter which side wins 
the decision, the retailer will be the gainer, since 
the way will be made just that much clearer. 

When one is familiar with the two types of rec- 
ords it is easy to understand why the machines 
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designed for playing lateral records have the 
sound box in one position, while in those in- 
tended to play vertical-cut records the sound box 
must be in another position in order properly to re- 
produce the sound vibrations. Already many “uni- 
versal” attachments are being made to provide an 
easy means of changing the position of the sound 
box. 
- Retailing Restrictions 

All of these facts are of vital importance to the 
retailer, because at the present time those com- 
panies which are making both talking machines and 
talking machine records are using every available 
means of restricting the sale of their records to 
such dealers as also handle their machines. Some 
of the contracts which the dealer has been asked 
to sign are exceedingly complicated. The retailer 
who does not read these documents carefully is very 
liable to find that the only rights he has in the 
handling of the merchandise is the right to pay 
his bills promptly. 


Try to Control Consumer 


Some of the companies go so far as to prohibit 
the use of their records, even by the consumer, on 
any except their own machines. 


71 


It is practically impossible to enforce such a pro- 
hibition, but the attempt to do so illustrates the 
lengths to which companies holding or operating 
under the original patents are going in attempting 
to control the situation. 


Demand Will Be Supplied 


A condition of this character must sooner or later 
be cleared up. At the present time there is un- 
doubtedly a greater demand for records than pres- 
ent factory facilities can keep up with. It is un- 
likely that. this condition will continue, hgwever. 
Business history has time and time again demon- 
strated that supply quickly catches up with de- 
mand. If the demand cannot be taken care of by 
present manufacturers, other factors will in- 
evitably come into the field. 

When the demand is great and the supply is short 
the incentive is too great to be overlooked by brains 
and capital, and up to now in practically every line 
wherein original patentees have attempted to main- 
tain a restricted monopoly inventive genius has 
found a way to meet the situation. 

Summing up the situation, it is safe to say that 
if the demand for records is not met by the estab- 
lished companies it will be met by new factors in 
the trade. 


Sieg Iron Company Expands 


HE above pictures give some idea of the im- 
provements and enlargements that have been 
made by the Sieg Iron Company, Davenport, Iowa, 
during the past season. The concern now has one 
of the most modern and completely equipped plants 
4 the handling of heavy hardware, in the Middle 
est. 

About three years ago the company entered the 
automobile accessories business and under the man- 
agement of A. R. Englehart, who is treasurer and 
general manager, this end of the business has grown 
to large proportions. 

Mr. Englehart is very well known to the hard- 
ware and automobile accessories trade and takes a 
very active interest in picking out the lines that 
his company can handle to the best advantage. 


A. R. Englehart is shown in the insert in the building. 
Below, is a section of the stock room 





Jobbers and Manufacturers 
Adda Day to Convention 


HE annual convention of the National Hardware 
Association and the American Hardware Manu- 
facturers’ Association will be held at Atlantic City, 
N. J., Oct. 17, 18, 19, 20, 1916. Headquarters will 


be at the Marlborough-Blenheim Hotel. The con- 
vention has heretofore taken up three days, but 
owing to the establishment of the Automobile Ac- 
cessories Branch, it was deemed advisable to hold 
a four days’ session. The first day, Oct. 17, will 
be devoted to a meeting of the Automobile Acces- 
sories Branch. The general convention will open 
on Oct. 18, and in the afternoon of Oct. 19 a meet- 
ing of the Metal Branch will take place. 








Trade Conditions and Iron, Steel and Hardware Prices 





As stated in this review last week, the 
predominant feature in the steel trade is the 
enormously heavy demand from France, 
Italy, England and other foreign countries 
for pig iron, Bessemer and open-hearth steel 
and on many lines of finished products. This 
foreign demand has shown a heavy increase 
in the past three or four weeks and is really 
heavier at the present time than the domestic 
demand. It has also served to strengthen 
prices on semi-finished steel in the shape of 
billets, sheet bars and blooms and also on 
finished products as well. Further, it has 
had the effect of taking up any slack in the 
steel business caused by the falling off in do- 





MARKET SUMMARY FOR THE BUSY READER 


mestic demand, and the situation in the steel 
trade to-day is stronger in every way than 
it was a month or six weeks ago, and prices 
are firmer. 

There is no material change in conditions 
in the hardware trade, which could hardly be 
better. Jobbers report demand from retail- 
ers as very heavy and the volume of business 
being done by most retail hardware stores in 
the Central West at least is the largest in 
their history. This is vacation time and 
some stores have asked their clerks to cut 
down their vacations where possible, as they 
are short of help. Collections are reported 
good, except in a few isolated cases. 








PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, July 24, 1916. 

A§ stated in this review last week, the predominant 

feature in the steel trade is the enormously heavy 
demand from France, Italy, England and other foreign 
countries for pig iron, Bessemer and open-hearth steel 
and on many lines of finished products. This foreign 
demand has shown a heavy increase in the past three 
or four weeks and is really heavier at the present time 
than the domestic demand. It has also served to 
strengthen prices on semi-finished steel in the shape 
of billets, sheet bars and blooms and also on finished 
products as well. Further, it has had the effect of 
taking up any slack in the steel business caused by the 
falling off in domestic demand, and the situation in 
the steel trade to-day is stronger in every way than 
it was a month or six weeks ago, and prices are firmer. 
Nearly all domestic consumers have covered their needs 
in the next three or four months and therefore are 
not actively competing with the foreign buyers in the 
open steel market, but are content to wait two or 
three months before placing orders to find out just 
what course prices are going to take. While domestic 
buying is light, export orders are being placed freély, 
and the question is now coming up of just how much 
steel in semi-finished and finished forms the mills are 
going to have for domestic consumers in the first 
quarter and first half of 1917. The general opinion 
is that while July and August will be quiet and without 
special event, a heavy buying movement may be looked 
for in September on the part of consumers to cover 
their needs for last quarter of this year and first quar- 
ter of next year. 

Another feature of the market, and one that is giving 
it strength, is the fact that the excessively hot weather 
in the past two or three weeks has cut down output 
of the steel mills and other manufacturing plants to 
a very great extent. In the South last week the great 
storm interfered materially with output in Southern 
steel plants, one large works having its production cut 
down fully 50 per cent. In the coke trade the exces- 
sive heat and the scarcity of labor reduced output of 
coke last week over the preceding week nearly 60,000 
tons. This created a material shortage in the supply 
of furnace coke for prompt shipment and prices ad- 
vanced about 25 cents per ton. 

Large foreign inquiries in the market at present 
include over 100,000 tons of shell steel for France, and 
a new inquiry is for 40,000 to 50,000 tons of 5-in. to 
12-in. beams, also for France, to be shipped at the rate 
of 800 tons a month over rest of this year. Russia 
has placed 50,000 tons of barb wire with independent 
makers and that country has an inquiry here for 50,000 
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kegs of spikes. There is also a heavy demand from 
England for 6-in. to 12-in. shells, together with the 
steel for them, deliveries on these inquiries running into 
April or May of next year. In the Chicago district 
last week a contract for 50,000 tons of forging billets 
was placed for delivery in fourth quarter of this year 
and first quarter of next. France placed lately in this 
country 14,000 tons of steel rails and the Canadian 
Pacific 30,000 tons, conditional on the mill being able 
to make the deliveries wanted. The domestic demand 
for plates, shapes and bars is heavy, with mills sold out 
on all their product for the next four or five months. 
The very heavy decline in prices of spelter is disturb- 
ing the galvanized product market, notably in galvan- 
ized pipe, sheets and wire. Prices on galvanized sheets 
have declined to 4.25c., Pittsburgh, for the heavier 
gages, while in pipe some of the jobbers are naming 
lower prices than the mills in order to work off as fast 
as possible their stocks. A readjustment in prices 
on galvanized pipe and wire products is looked for at 
an early date. 

There is no material change in conditions in the hard- 
ware trade, which could hardly be better. Jobbers 
report demand from retailers as very heavy and the 
volume of business being done by most retail hardware 
stores in the Central West at least is the largest in 
their history. This is vacation time and some stores 
have asked their clerks to cut down their vacations 
where possible, as they are short of help. Collections 
are reported good, except in a few isolated cases. 


WIRE NAILS.—The usual summer dullness has settled 
down on the wire nail trade, the new demand being 
rather quiet and mostly for small lots. The mills report 
that specifications against contracts placed some time 
ago are coming in at a fair rate, but the volume of 
business in wire nails at present is lighter than for 
some months. The fall trade is expected to open up 
early in September, and it is the belief of some in the 
trade that an advance in prices in wire nails may be 
made about Aug. 1, or shortly after. The regular 
price on wire nails remains at $2.50 base per keg, 
but some sales are made at $2.60 and as high as $2.70 
for delivery later in the year. Prices are very firm 
and we quote: ‘ 

Wire nails in large lots to jobbers, $2.50 to $2.60 base; in 
carload lots to retailers, $2.65 base; less than carload lots, 
$2.75 to $2.80; galvanized nails, 1 in. and larger, $2 extra; 
shorter than 1 in., $2.50 extra. 

Cut NAILS.—Miils report demand heavy and state 
they are shipping out their product as fast as made. 
In case there should be an advance in prices of wire 
nails, it is very certain that cut nails would also move 
up, as the two follow each other very closely. Prices 
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are firm and mills report the supply of steel better than 


for some time. 

We quote cut nails at $2.60 to $2.65 per keg in carloads 
and larger lots to jobbers; carloads to retailers, $2.65 to 
$2.70, f.0.b Pittsburgh, terms 60 days net, or 2 per cent off 
for cash in 10 days, freight added to point of delivery. 

Bars WirE.—In addition to the heavy oraers for 
barb wire placed by Russia with the American Steel & 
Wire Company, it is stated that Russia has also placed 
about 65,000 tons with three domestic independent 
makers for delivery in last three or four months of 
this year. It is claimed that Russia has bought in 
this country recently very close to 300,000 tons of barb 
wire and will buy more. The domestic demand is only 
fair, specifications not being very active, but this is on 
account of the usual summer dullness. The market is 
firm, but without change. 

Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.45; gal- 
vanized barb wire fence staples, $3.35; painted barb wire, 
$2.65; polished fence staples, $2.65; cement coated nails, 
$2.30 base, all f.0.b. Pittsburgh, with freight added to point 
of delivery, terms 60 days, net, less 2 per cent off for cash’ in 
10 days. 

FENCE WIRE.—Prices on plain annealed wire have 
been advanced $4 a ton by most mills for delivery in 
last quarter of this year, or from $2.45 to $2.65 per 
100 lb. The demand for wire fencing is fairly heavy, 
but a good many farmers did not build any new fences 
this spring on account of the high prices. For this 
reason it is believed that the demand for woven wire 
fencing in the fall will be heavier than usual. 

Prices quoted by the mills to the large trade only, on which 
shipment would probably not be made for three or four 
months, are as follows: Plain annealed wire, $2.65; galvan- 
ized barb wire fence staples, $3.35; painted barb wire, $2.65; 
polished fence staples, $2.65; cement coated nails, $2.30 base, 
all f.o.b. Pittsburgh, with freight added to point of delivery, 
terms 60 days, net, less 2 per cent off for cash in 10 days. 

TIN PLATE.—It develops that the advertisement of 
the second-hand machinery concern in Pittsburgh of 
300,000 boxes of tin and terne plate for delivery this 
year is material that is expected to be made in a tin 
plate mill at Marietta, Ohio, which has been inactive 
for a long time. The concern was formerly known as 
the Marietta Sheet & Tin Plate Company, but is now 
controlled by Pittsburgh interests, which intend to start 
the mill if satisfactory plans can be made for securing 
tin bars. The domestic demand for tin plate is fairly 
heavy, but foreign demand has quieted down a good 
deal. Prices are very strong and three or four lead- 
ing mills have no tin plate to sell for delivery this 
year. Wasters from stock bring $5.75 to $6, and 
primes $6 to $6.25 per base box. 

We quote tin plate from stock at $5.75 to $6 per base box, 

prices depending on sizes, quantity and deliveries wanted. 
We quote 8-lb. coated ternes at $7.75 for 200 Ib. and $8 to 
$8.25 for 214-lb., all f.0.b. maker’s mill, Pittsburgh. 
: IRON AND STEEL Bars.—Reports are that a local 
interest took recently a contract for 30,000 tons of steel 
rounds for shrapnel, which are to be machined at two 
or three local plants. It is denied that the Steel Cor- 
poration has sold 80,000 tons of steel bars to imple- 
ment makers for delivery in first half of 1917 at 2.35c. 
at mill. It is said that on a few contracts for steel 
bars made so far by the implement makers the full 
Price of 2.50e. was paid. The new demand for iron 
bars is fair and prices on both iron and steel bars are 
very firm. 

We quote steel bars at 2.50c. to 2.75c. for delivery in third 
and fourth quarters and 3c. to 3.25c. for delivery in four to 
six weeks. Prices from warehouse in small lots for prompt 
shipment are 3.50c. and higher. We quote refined iron bars 


at 2.50c. to 2.60c. and railroad test bars, 2.60c. to 2.70c. in 
carloads, all f.o.b. mill, Pittsburgh. 


Nuts AND BoLTs.—The domestic demand is fairly 
heavy, but most consumers are covered over remainder 
of the year and the export demand is only fairly heavy. 
Discounts in effect from May 19, which the makers 
state are for prompt acceptance only, are as follows, 
delivered in lots of 300 lb. or more where the actual 
freight rate does not exceed 20c. per 100 lb., terms 30 
days net, or 1 per cent for cash in 10 days: 


Carriage bolts, small, rolled thread, 50 and 10 per cent; 
small, cut thread, 50 per cent; large, 40 per cent. 

Machine bolts, h. p. nuts, small rolled thread, 50 and 
i and 5 per cent; small, cut thread, 50 and 5 per cent; 
arge, 40 and 10 per cent. 
. Machine bolts, ec. p. c. and t. nuts, small, 40 and 10 and 
® per cent; large, 35 and 5 per cent. Blank bolts, 40 and 10 
pwd cent: bolt ends with h. p. nuts, 40 and 10 per cent; bolt 
ends with c. p. nuts, 35 and 5 per cent. Rough stud bolts, 
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15 per cent. Lag screws (cone or gimlet point), 50 and 10 


per cent. 

Forged set screws and tap bolts, 10 per cent. 
round point set screws, case hardened, 60 per cent. 
and hexagon head cap screws, 55. Flat button, 
fillister head cap screws, 30 per cent. 

Nuts, h. p. sq., tapped or blank, $2.90 off list; hex., $2.90 
off; c. p. c. and t. sq. tapped or blank, $2.60 off; hex., $3 off; 
semi-finished hex., 60 and 10 per cent; finished and case- 
hardened, 60 and 10. 

Rivets, 7/16 in. in diameter and smaller, 45, 10 and 10 per 
cent. 

WrouGHT Pipe.—It is not unlikely that a reduction 
in prices on galvanized iron and steel pipe may be 
made in the next two or three weeks, owing to the 
heavy drop in prices of spelter. The new demand for 
pipe is only fair, consumers being covered on lap 
weld pipe for four or five months and the mills sold 
up for the same period. For butt weld pipe the de- 
mand is not so heavy and the mills can make prompt 
shipments. On locomotive and merchant tubes mills 
report they are sold out for remainder of this year 
and have orders on their books for first quarter of 
1917. The following are the jobbers’ carload discounts 
on the Pittsburgh basing card in effect from April 21, 
1916, all full weight pipe: 


Butt Weld 


Cut and 
Square 
round or 


teel 
Inches 
% and \4 


Inches 


| 
Galv } 
| 


Lap 
451% 


WO UZ... ccecccs 
3 and 14 


Reamed and Drifted 
1 to 3, oes a tae 48% to 1%, butt.. 
2, lap 63 
2% to 6, lap..... 66 


Weld, extra strong, plain ends 
% and %... 


Weld, extra 

2 44% 
2% to 4 4714 
414 to 6 461g 
7 to 8 4014 
354% 


, double extra strong, plain ends 
38% | % 
41% 
43% 
double extra strong, plain ends 
3814 4 
40% 
3914 
30% 
To the large jobbing trade an 
allowed over the above discounts. 
The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on gatvanizéd. 


additional 5 per cent is 


Bo1Ler TuBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap-welded 
steel tubes and standard charcoal-iron tubes, effective 
from April 15, 1916, are as follows: 


Standard Charcoal Iron 
% i 7 
%a 
iy in. 
2% and 2% 

and 3% 1 
3% to 4% 
and 6 i 
2 2 err 


grades bring 


Locomotive and steamship special charcoal 
higher prices. 

1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
net extra. 


2 in. and larger, over 22 ft., 10 per cent net extra. 


SHEETS.—The heavy decline in prices of spelter has 
disturbed the galvanized sheet market to some extent 
and prices are lower, several mills naming as low as 
4.25c. at mill for the heavier gages. The demand for 
light black and galvanized sheets is fairly active, but 
for electrical sheets is very heavy and much beyond 
the capacity of the mills to supply. Makers’ prices for 
mill shipments on sheets of U. S. standard gage, in 
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carload and larger lots, are as follows, 30 days net, 
r 2 per cent discount in 10 days: 


Blue Annealed Sheets 
Cents per Ib. 
Man. BBO Bos bicdve ts od ewes pb das ci re hae 2.95 to 3.20 
oe eo, ECR ee ere Por re rrr po. 3.00 to 3.25 
NR Se SS ee coe ae 3.05 to 3.30 
ek: Se Ee ins b66dhenes ne hoon seen 3.10 to 3.35 
OR: BO RE BEs rence vere vunerboceitenen 3.20 to 3.45 


Box Annealed Sheets, Cold ey 
21 


Nos. 
Nos. 
Nos. 25 ¢ 


Hardware Age 


Galvanized Sheets of Black Sheet Gage 
Ps A eer ere a ye tT,” 3.25 to 3.35 
Se: EEE o dah tne 66s apace nse OER SS COMES 3.35 to 3.45 
on eS Beer ee reer ress 3.35 to 3. 45 
PON OR Ee ee erry ere eae 3.45 to 3.55 
Be: Ee? LE bo tb 0 6.bs 60 rbde sss ew che 3.60 to 3.76 
De et WE OS bei cb ees aesasedbees cake 3.70 to 3.86 
ee GN DOs ont oar ess s ea ebvecepisees 3.85 to 3.95 
NE ae etek g os My ekg Gt we kG V Aleleee eR 4.10 to 4.26 
nS eh oS a 6 oo eee octe bes Sacer eeee 4.25 to 4.35 
PEE Kish cdecwtaeecdbecackserewesbarns 4.40 to 4.50 


NEW YORK 


Office of HARDWARE AGE, 
New York, July 24, 1916. 

PROMINENT jobber in this market says that the 

last week or two has been somewhat of a sur- 
prise in the way of betterment in some classes of 
goods; that they are a good bit ahead for July, so far, 
over the comparable period a year ago, and July, 1915, 
was much better than July, 1914. 

In miscellaneous shelf hardware, edge tools, etc., 
trade in this immediate vicinity is rather slow, with 
buying on a conservative basis, and in the main of 
hand-to-mouth character. This condition, however, is 
expected to improve with the approach of fall. 

Some of the representatives of manufacturers say 
that their principal’s factories have plenty of business 
booked, although new orders and current demand are 
slower. One reason for this, aside from mid-summer 
dullness, is that merchants already have much mer- 
chandise bought and do not see the necessity for or- 
dering more until back orders have been better filled. 
One establishment representing a number of factories 
expects the present calendar year to be one of its 
largest in money values. 

The freight embargoes are lifted and put on again 
as occasion requires, but on the whole transportation 
is better and there is less complaint. 

In some seasonable goods, for example snow shovels, 
sleds and like merchandise, one house is accepting or- 
ders on a basis of prevailing prices, to be delivered up 
to Oct. 15, but is not taking orders at current figures 
for delivery beyond the middle of October. 

Prices as a rule are much steadier, with, however, 
late advances in anvils, hedge shears, lawn mowers, 
sisal rope and occasionally other articles. Factories 
are catching up better on orders and where delays 
previously were, say, two to three months and more, 
they are now nearer two to three weeks. 

One wholesale merchant says his collections are ex- 
ceptionally good, money is much freer and bad accounts 
are rare. 


WIRE NAILs.—Local business has died down consid- 
erably. Some of the trade still have nails purchased 
on lower than the prevailing bases. The high cost of 
building material has checked trade in nails, especially 
in relation to wood construction, which requires more 
nails in contrast with the skyscrapers of slow-burning 
or fireproof character. 

Wire nails, in store, are unchanged at $3.10 and carted by 
the jobber, $3.15 base, per keg. 

Cut NAILs.—The mills producing cut nails are, as 
heretofore, experiencing more or lesstrouble in getting 
raw material and adequate, suitable labor. In exports, 
for the time being, there is a much slower movement 
and quieter market. Dealers’ stocks are being kept in 
fairly good condition and reasonably well assorted. 

Cut nails, in store. are $3.10 and delivered within carting 
limits $3.15 base, per keg. 

WINDow GLAss.—There is little new in window-glass 
merchandizing, the main features, in some distribut- 
ing channels at least, being considerable activity in 
executing foreign orders. One house, and there are 
others, is working nights on export specifications, one 
fair-size order being 600 boxes for the foreign mar- 
ket. The domestic business is very quiet, as is usually 
true during the summer. There is much figuring on 
buildings of all kinds throughout the U. S. A., we 


are told. One old and representative house is count- 
ing on a good autumn trade in connection with such 
construction as school and public buildings, hospitals 
and large apartments; a class of work it especially 
cultivates. 

prices are substantially as follows: A 
quality, single and double thick, 88 per cent; B, single 
thick, 89 per cent; B, double thick, 90 per cent, and AA 


picture glass, 80 and 10 and 5 per cent discount from jobbers 
lists. 


ANVILS.—Wiebusch & Hilger, 106-110 Lafayette 
Street, New York City, representing the manufactur- 
ers of Peter Wright anvils, in the U. S. A., are in 
receipt of late advices, advancing the price of anvils 
4 per cwt., equivalent to $1 per 100 lb., which will 
make the market to average trade about 14c. on 80 
to 349 Ib. anvils and 14%c. per lb. on 350 to 600 lb. 
sizes, with the usual differential to jobbers. 

American manufacturers, quite generally, are about 
to make corresponding advances, some of which effec- 
tive July 24 are, on American base sizes, 80 to 400 
lb. about 13c., for ordinary trade from jobbers accord- 
ing to the customer and volume of business. Above 
500 lb. there is the usual %c. per lb. extra, with 2c. 
on the base up to 800 lb. each. Under 80 Ib. the dif- 
ferentials are %c. extra on 70 to 80 Ib. and another 
Yc. per lb. over base on 60 to 70 Ib., etc. 


GARDEN SHEARS.—Wiebusch & Hilger, 106-110 La- 
fayette Street, New York City, has just received a 
cable from their principals, Burgon & Ball (years 
ago Burgon & Wilkinson), Sheffield, England, advanc- 
ing prices 30 per cent on all “Wilkinson” garden or 
hedge shears, including lawn, edge, border and ladies’ 
hedge shears, the latter smaller and more suitable for 
women when trimining flowers foliage and grass. The 
reasons given are scarcity and higher cost of such 
labor as is available, and more expensive raw ma- 
terials. 


Window glass 


LINSEED O1L.—Some crushers are unwilling to do a 
forward business, for, say, October and later months 
and through the winter to the spring months. Others 
are inclined to make concessions under the spot market 
prices. The trend of seed prices in the Northwest is 
somewhat downward. While there is very little crop 
information coming out, what there is is of satis- 
factory character. 

Linseed oil. raw, city brands, is 70c. in 5 or more bbl. and 
7ic. per gal. in less than 5 , 

State and western oil, for spot or nearby delivery, is 69c. 
in carloads or less. 

Ropre.—Makers of rope are still turning down busi- 
ness because of inability to get sufficient raw materials. 
Mexican sisal, so far as that fiber is concerned, is still 
very scare, indeed, and higher, another %c. per lb. 
having been added recently making it 10%c. per Ib., 
with other advances expected. The demand for rope 
is good and keeps up well, with general conditions 
excellent, especially for the dull summer months. While 
July and August are slow months, there is not much 
encouragement in the way of an accumulation of stock 
ahead for autumn business, and rope makers are ap- 
parently not anxious to take many new orders. 

Manila rope is still 19c. for first grade, 18c. for second 
grade and 16c. for third grade base per Ib. 


Sisal rope is up 1c. per Ib. base to 14c. on first grade and 
13%c. for second grade base per Ib. 


LAWN Mowers.—The advances in lawn mowers, for 
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next season’s business, has been very moderate, or 
from 25 to 30c. per mower on the lower grades, and 
for the better classes from 7% to 10 per cent, which 
is considered by makers as a modest increase consid- 
ering prices for material and labor. These advances, 
we understand, are quite universa! if not entirely so. 
Few orders, if any, were placed before July 1 because 
of the general situation. 


STEEL Goops.—Most, if not all, of the leading makers 
of farm and garden implements, familiarly known in 
the trade as “steel goods,” advanced these goods July 
15 as follows: First quality goods approximately 10 
per cent over contract prices last year and the equiva- 
lent of about 5 per cent over prices issued March 1, 


CHIC 


Office of HARDWARE AGE, 
Chicago, July 24, 1916. 


TRADE conditions for the Chicago territory are very 

encouraging and prosperity is reflected in all lines. 
Building operations are heavy particularly in the mat- 
ter of apartment buildings, and real estate is reported 
as moving freely. The steel mills at Gary and South 
Chicago are running at full speed day and night with 
no appreciable gain on the demand. Skilled labor is 
scarce and wages are very high. 

In the hardware field conditions were never better. 
Local jobbers report a steady volume of orders from 
the retailers with collections excellent. Many lines of 
hardware are scarce and jobbers are experiencing 
difficulty in getting prompt delivery of orders. Re- 
tailers in all sections are busy and many report their 
sales as beyond those of any year in their history. 
There is a substantial increase in the amount of cash 
business done by retailers and collections are better 
than usual. 

Late reports on the crop situation are much more 
favorable than the early returns seemed to indicate, 
and it is predicted that the farmer will be in good 
financial condition at the close of the harvest period. 

Manufacturers are reporting a heavy demand for 
steel of all kinds and the sales of barb wire show no 
signs of falling off although mainly confined to foreign 
orders. Farmers are delaying fencing operations and 
repair work in the hope of obtaining better prices next 
season. As a result the sales of woven wire fencing 
have fallen off considerably. There is bound to be a 
heavy demand for this line whenever prices return to 
normal. 

Advance sales of goods seasonable in the fall and 
winter have been exceptionally heavy and manufac- 
turers are practically sold out of ice skates and similar 
lines. Linseed oi] has advanced on account of the 
increase in acreage being less than the original esti- 
mate. The demand is also heavier than it was earlier 
in the season and there is no prospect of an immediate 
decline. 

Retail dealers throughout the West and Middle West 
report heavy sales of machine extras, grind stones, 
scythes and similar lines. Automobile accessories are 
selling freely and dealers are complaining of difficulty 
in getting deliveries on many accessory items. 

Wire Nalts.—The wire nail trade is now passing 
through the period of midsummer dullness with the 
new demand rather light. Retailers continue to sell in 
fair quantities as a result of building activities and 
jobbers are carrying fair sized stocks. The market is 
firm and advances are expected when the fall trade 
opens up. Some mills are reported to be entering 
orders for delivery late in the year at prices 5c. above 
those now quoted. 


ke quote wire nails at $2.50 per keg base in carload lots 


to jobbers, 

on. $2.55 in carload lots f.o.b. 

is  gftigher. As the freignt rate from Pittsburgh to Chicago 

od ecg this makes the Chicago price practically $2.6% per 
& base to jobbers and $2.74 to retailers in carload lots. 


Bars WIRE.—While the domestic demand for barb 
wire is very light, the demand from foreign sources is 


f.o.b. Pittsburgh, smaller lots 5c. higher. To re- 
Pittsburgh. Smaller iots 
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1916. On second quality goods and Southern hoes the 
increase is, say, 10 and 5 per cent over contract prices 
in 1915 or 5 per cent in excess of those made March 
1 last. There are various miscellaneous items, allied 
with forks, hoes and rakes, which take different ad- 
vances according to the amount of malleable iron used, 
which means a greater advance in proportion as more 
malleable iron is required. Some makers’ advances 
will be announced on Aug. 1. 


PapLocks.—Sargent & Co., New Haven, Conn., and 
New York, announced under recent date that they have 
again been compelled to advance the prices on all pad- 
locks. All prices on this line have been withdrawn and 
new ones will be issued in the near future. 


extremely heavy and mills are booked to capacity for 
many months to come. Prices are quoted by the mills 
to the larger trade only and deliveries can only be made 
four or five months after receipt of the order. There is 
a growing impression that advances will be made in 
this product in the early fall. 

We quote painted barb wire at $2.65 per cwt. in carload 
lots to jobbers f.o.b. Pittsburgh. For smaller lots 5c. ad- 
vance. In carloads to retailers, $2.70 per cwt., f.o.b. Pitts- 
burgh, with smaller lots 10c. higher. Galvanized barb wire 
$3.35 per cwt. in carload lots to jobbers and $3.40 per cwt. 
to retailers, f.0.b. Pittsburgh. No. 9 plain annealed fence wire 
$2.45 in car lots to jobbers and $2.50 to retailers f.o.b. Pitts- 
burgh. Polished fence staples $2.65 per cwt. and galvanized 
$3.35 per cwt. in carload lots to jobbers; $2.70 and $3.40 to 
retailers, f.o.b. Pittsburgh. Freight rate from Pittsburgh to 
Chicago 18.9c. Freight is added to point of delivery, terms 
60 days net, less 2 per cent off for cash in ten days. 

Cut Naits.—There is an active demand for cut 
nails, and the output of the mills is being shipped as 
fast as made. A big bulk of the demand is from the 
South and West. There is no indication of an immedi- 
ate advance, but prices are firm. 

We quote cut nails at $2.60 to $2.65 per keg in carload lots 
to jobbers f.o.b. Pittsburgh. To retailers $2.65 to $2.70 in 


earload lots f.o.b. Pittsburgh. Terms 60 days net. or 2 per 
cent off for cash in ten days. Freight added to point of de- 


livery. 


LINSEED O1L.—Linseed oil has taken a small ad- 
vance owing to the fact that the Government crop re- 
port shows a smaller increase in acreage than was ex- 
pected. Ordinarily any increase in acreage would 
mean a decrease in price, but in this instance the pres- 
ent prices were based on a much larger increase and 
the publication of the report has caused an advance. 
Sales in this line are fair and there is expectation 
of a heavy fall business. 

We quote f.o.b. Chicago, strictly pure, old process linseed 
oil, carloads, raw, 69c.; carloads boiled, 70c. Five or more 
bbl., raw, 7ic. Five or more bbl., boiled, 72c. Less than five 
bbL, raw, 73c.; less than five bbl., boiled, 74c. ° 

Nuts AND Boits.—Sales of nuts and bolts are falling 
off, according to reports from the mills, and quotations 
are suffering. Dealers are selling the usual quantities 
of machine bolts for the harvest season and there is a 
fair trade in carriage bolts. 

We quote to retailers, machine bolts up to % x 4 in.. 60 and 
10 per cent, larger sizes 50 and 10 per cent discount. Car- 
riage bolts, % x 6 in., 60 and 5 per cent; larger sizes 50 per 
cent off. Hot pressed nuts, square, $3.25 off per 100 Ib. 
Hexagon $3.25 off per 100 Ib. 

SHEETS.—There is a general decrease in the prices 
of galvanized sheets with seemingly no increase in 
orders. The heaviest sales are in the blue annealed 
with a fair business in the black sheets. Chicago deal- 
ers are carrying fair stocks. 

We quote for Chicago delivery of sheets to retailers, as fol- 
lows: No. 10 blue annealed, 3.40c.; No. 28 black, 3.10c. to 
3.20c. No. 28 galv., 5c. to 5.10c. Minimum prices to apply on 
bundles of 25 or more. 

Bars.—Bar-iron conditions remain unchanged and 
the market for bars is undoubtedly strong. There are 
no present indications of an advance but prices are 
firm and deliveries uncertain. 
3.10¢ reinforc- 


We quote soft steel bars bar iron, 3.10c. 


ing bars, 3.10c. base. 
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Why Business Leaves Home 


To the Editor: 


How is the enclosed for a business letter? 

While it is worse than most of them, it goes to 
prove that many firms, large, as well as small, hurt 
their selling efforts by the kind of letters they write. 

HARDWARE AGE for June 22 is very fine. 

Yours very truly, 





Names and addresses have been omitted from 
both letters. The one following is an example of 
carelessness on the part of the firm, and ignorance 
on the part of the typist. The one saving grace of 
the letter is the omission of that greatest of ex- 
cuses for inefficiency, ““Dictated but not read.” The 
man or firm which employs such a subterfuge for 
lack of time and intelligent help to do work properly 
blazons to the world an incompetency unnecessary 


and inexcusable in this age of general business 
efficiency. 


Gentlemen: 

Do you handle A Farm Tractor? If not? now is 
your Opportunity to get A Tractor that you can 
sell, Andone That will Please Yourcustamers, For 
it will stand up and do the work, it is simple, 
Durable, and easy to operate. 

Now is your time to line up on A good tractor, 
before the Demonstration, which is to be held here 
in next month. get your trade Lined up, then when 
the demonstration is over, you will be in Position 
to close up your prospect’s. 

We are mailing you under separate cover catalog 
of the tractor, one that has been 
tried and found, not wanting. 

We enclose stampt Envelope, And thanking you 
for an early Reply, we are. 

Yours Truly 
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Inside, face of straight top door. The above illus- 
tration shows the method of attaching the pivot 
plate to the door. 
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Door open to more than a right angle. 
Skowing position of slotted plate D. 
Note how the notched arm engages with the 
slotted plate. 











Inside face of curved top door. A wedge shaped 
wood block is used on the curved top as illustrated. 





Curved top door open.to more than a right angle. 
The door is here shown locked open. A pull on 
the chain releases it. 
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For either 
straight top or 


curved top doors 


STANLEY 


Garage Door Holder 
No. 1774 


OU can sell a great 
many of these useful 
devices. They net a very 


good profit. Every gar- © 


age owner or builder is a 
good prospect. 


When driving the car in or 
out of the garage, the doors 
must be open and must be kept 
open. If they are not held so 
they cannot swing, a gust of 
wind may slam them shut, smash- 
ing lamps, mud guards, ete. 


This is just what the Stanley 
Garage Door Holder prevents. 
It locks the door open, saving 
damage and annoyance. 


It is positive ‘in its action, 
simple and exceptionally strong 
in construction, and can’t get 
out of order. 


Better write today for 
prices and catalog. 


NEW BRITAIN, CONN., U. S. A. 


NEW YORK: CHICAGO: 
100 Lafayette St. 73 East Lake St. 


See also our advertiserrent on “Box Strapping” in this issue 

















NEW GOODS AND NOVELTI 


Products Being Placed on the Market 
by Hardware Manufacturers 


Sample Case for Oilers 


The Eagle Glass & Mfg. Company, 
Wellsburg, W. Va., is now furnishing 
hardware traveling salesmen with a 
neat leather bound sample kit con- 
taining four steel “Harvester” oilers. 
When delivered to the merchant these 
are lettered with his name and ad- 
dress. The oilers in the case are 
enameled in bright attractive colors. 

The body of the oiler is made of 
one solid piece of heavy sheet steel 
and is fitted with an extra wide 
mouth. No funnel is required to fill 
the oiler. The bottoms are double- 
seamed. The oiler retails for 10c. 


Novelty Lawn Spray 


The Novelty Mfg. Company, 200 
Fifth Avenue, New York City, has 
recently announced a new lawn 
sprinkler to the trade. 

This new sprinkler, it is said, throws 
a fine mist-like spray, 20 ft. or more 
in diameter. The claim is made that 
the sprinkler can be used for watering 
flower beds without injuring the most 
delicate plants. It has no parts that 
can be removed. 

The Novelty lawn spray is strongly 














The Novelty lawn spray 


made of brass. One is packed in a 
carton and 1 doz. carton in a box 
The retail price is 25c. 


Farm Implement News 
“Buyer's Guide” 


The Farm Implement News Com- 
pany, Masonic Temple, Chicago, IIl., 


published Vol. XXVI of its 
“Buyer’s Guide.” It is cloth bound 
and contains 554 pages. It has been 
published annually since 1888. 

This handy book is a time-saving 
trade directory of manufacturers of 
farm and garden implements, wagons, 
carriages, automobiles, business 
wagons, cream separators, gas en- 
gines, windmills, pumps, wire fenc- 
ing and innumerable accessory lines 
sold by implement dealers. 

The first section relates to farm ma- 


has 
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A salesman’s sample case for “Harvester” oilers 


chinery, agricultural implements and 
kindred articles. The second division 
contains a classification of vehicles, 
automobiles, farm and_ business 
wagons, etc. The third section in- 
cludes a general directory of manu- 
facturers whose goods are described in 
the preceding pages, but arranged 
alphabetically by States and post- 
offices for greater convenience. It 
gives also the names and locations of 
the branch houses of the manufac- 
turers. A very valuable feature of 
the directory is a list of trade names. 


«“Rhin-O-Hide” Shoe Soles 


The Miller Rubber Company, Akron, 
Ohio, will in a very short time put on 
the market a composition rubber sole 
known as Rhin-O-Hide.” 

Laboratory tests recently made are 
said to have brought out several ad- 
vantages of this new composition. 
Soles made of this new material hold 
the shoes shapely and wear evenly. It 
is claimed that cold and heat will not 
easily penetrate soles made of 
“Rhin-O-Hide.” It is waterproof and 
to a great degree prevents slipping. 

By extensive demonstrations it has 
been found that “Rhin-O-Hide” is very 
long-wearing. Although production 
has not yet been commenced on a large 
scale, it is expected that within thirty 
days the Miller Rubber Company will 
have a complete line of all sizes and 
styles of men’s and women’s soles 
ready for the market. They will be 
made in black and tan. 


Gilson Weeder 


The J. E. Gilson Company, Port 
Washington, Wis., has recently placed 
on the market the Gilson weeder, a 
combination hoe and rake. 

The Gilson weeder is equipped with 
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a double-edge blade that moves 
beneath the surface of the soil, cub” 
ting the weeds and at the same time” 
loosening the soil. It can be used” 
very close to the plants and under ” 


ye 











The Gilson weeder 


shrubs and flowers without injury 
them. 

The U-shaped cutting blade, which 
is pivoted to the rake head, is so com 
structed that the weeder may be used 
by drawing it towards the operator” 
or by pushing it away from him. The © 
blade is said to be made of high-grade ~ 
steel. A substantial 6-ft. hardwood 
handle is furnished. 

When the weeder is turned upside 
down it becomes a four-tooth rake. 
It is made in four sizes. 


Remington Score Book 


The Remington Arms Union Metal- 
lic Cartridge Company, Woolworth 
Building, New York City, has just 
published a new score book. It con- 
tains many features that will appeal 
to military or civilian rifle shooters 
who use either the Krag or Spring- 
field rifles. The book gives sugges- 





July 27, 1916 HARDWARE AGE 








The Right Article in 
Door Hanger Track 


Door hanger track has a very im- 
portant duty to perform. 


It must be strong enough to carry 
its load, so designed that the hangers 
operate easily, smoothly and with the 
least friction, weather-proof, bird- 
proof and trouble-proof. 


~ Richards Wilcox 


(No. 31 Type) 


TROLLEY TRACK 


From a mechanical standpoint, the perfect 
design for door hanger track is the box-shaped 
trolley track. As R-W designed and con- 
structed, it has all the above requirements and 
has proven by long use and years of experi- 
ence to be the right article in door hanger 
track. 


How many feet of this track do you need? 











Write us at once. 


BRANCHES 


MEW YORK ichards-Wilco 


PHILADELPHIA 
BOSTON ' 


ST. LOUIS sor) MANUFACTURING Co. 
pV is AURORAILLUSA.|@] 


SAN FRANCISCO \ Richards - Wilcox Canadian Co., London, Ontario 
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tions for ideal rifle and revolver club 
ranges. It gives dimensions of the 
military targets now in use by civilian 
rifle clubs, by the army and by the 
National Guard, and shows photo- 
graphic reproductions of them. It 
illustrates and describes in detail the 
Krag and Springfield rifles. In addi- 
tion are other helpful hints for the 
military rifle shot, such as cleaning 
the rifle, sighting and aiming, posi- 
tions, how to organize a rifle club, 
how to affiliate with the Na- 
tional Rifle Association, by-laws for 
such clubs and a course of rifle firing 
for civilian and college rifle clubs. 

The shooting rules of the National 
Rifle Association are also given. 
There are target charts for all ranges 
up to 1000 yd., with full instructions 
covering every phase of military rifle 
shooting that the beginner and ex- 
pert shot should know in order to 
make good scores on the range. 

Copies of the book will be sent free 
upon application. 


“Noahs Pitch” 


The Philip Carey Mfg. Company, 
Lockland, Cincinnati, Ohio, is now 
marketing a special plastic compound 
known as “Noahs Pitch.” This mate- 
rial is used for repairing leaks in 
roofs, gutters, around chimneys, sky- 
lights, cornices, walls, etc. It is said 
that an application of “Noahs Pitch” 
will stop practically any kind of a 
leak, even during heavy rains. The 
material is soft and pliable and can 
be easily applied with a trowel or 
ordinary table knife. The manufac- 
turer states that it will adhere to any 
kind of a surface. 

“Noahs Pitch” is put up in large- 
mouthed cans in various sizes from 
1 to 50 lb., in kegs of 100 to 250 Ib., 
and in barrels of 500 to 600 lb. 


Sewing Machine Oiler 
The Eagle Glass & Mfg. Company, 


Wellsburg, W. Va., has recently 
brought out a new style sewing ma- 
chine oiler. It is made in two sizes. 
One, known as the deep pattern, is 
3% in. in height over all. The shal- 














A new type of sewing machine oiler 


low pattern measures 2 9/16 in. over 
all. Both sizes are 1% in. in diameter. 

The larger size is more suitable for 
the hardware trade in general. The 
shallow pattern is especially con- 
structed for sewing machine manufac- 
turers. Either of the patterns can be 
furnished in plain tin, zinc-plated or 
copper-plated. The body is made of 
one piece of sheet metal double 
seamed. No solder is used. 


Hardware Age 











A three piece aluminum sauce pan set for special sale purposes 


Aluminum Sauce Pan Set 


The American Aluminum Ware 
Company, 374-380 Jelliff Avenue, 
Newark, N. J., is now making a special 
three-piece aluminum sauce-pan set, 
consisting of one each of the follow- 
ing sizes: 1, 1% and 2 qt. These pans 
are said to be of full capacity. The 
exteriors are highly polished. The 
handles are of retinned steel. A 
smooth finish is given to the inside 
of the sauce pans. They are made cf 
material of substantial weight. This 
set is for special sale purposes. 

This company also manufactures a 
new nested cup set consisting of five 
aluminum cups and a case, making in 
reality a six-cup set. The outside of 














Five Aluminum cups nest into a case that 
can also be used as a cup 


these cups is highly polished. The 
case is equipped with a slip cover. 

Each cup is 2% in. deep and 2 3/16 
in. in diameter at the top. The case 
is 3% in. deep and 2% in. in diameter 
at the top. 


« Aladdin” Removable 
Handle 


The Cleveland Metal Products Com- 
pany, Cleveland, Ohio, is now equip- 
ping “Aladdin” coffee and tea pots 
with new handles that can be removed 
with an ordinary screw driver. 

The new handle attachment embod- 
ies a simple bolt and screw construc- 
tion. The burning off of coffee pot 
handles is a more or less common oc- 
currence and the replacement of them 
causes in most cases much inconven- 
ience. This new “Aladdin” feature is 
to enable dealers to make replace- 
ments quickly and easily. New 
handles are furnished to dealers at a 
nominal cost. 


The “Aladdin” removable handle for tea 
and coffee pots 


“The Use of the Slide 
Rule” 


The Keuffel & Esser Company, 127 
Fulton Street, New York City, m 
cently published a new book entitle 
“The Use of the Slide Rule,” by Allen 
R. Cullimore. 

The book is the result of sets of 
notes issued by the author in his 
work at the College of Industrial 
Science, Toledo University, in teach. 
ing the use of the slide rule to engi. 
neering students and men of more or 
less practical experience. The book 
is not a treatise and aims rather to 
develop the ideas of the operator in 
place of giving rules. 

Some rules, of course, are given, 
but these are for the purpose of train- 
ing the students in the formulation of 
processes, as it is not intended that 
they shall be committed to memory, 
The first part of the book is devoted 
to the use of the slide rule and dis 
cusses first the subject of the accu- 
racy of this instrument. After a brief 
description of the rule, the principle 
upon which it operates is set forth, 
followed by directions for the use in 4 
equivalent ratios, multiplication ‘and 
division, the use of the inverted slide, 
general involution and evolution and 
trigonometric computations. Partie- 
ular attention is also paid to the solu- 
tion of special formulez. A number 
of problems involving the various uses 
of the rule are included. The price 
of “The Use of the Slide Rule” is 50e, 


Durst Anti-Splasher 


The Durst Mfg. Company, Ine, 
105-107 Chambers Street, New York 














The Durst anti-splasher 


City, recently perfected an attachment 
for a kitchen faucet known as an antl 
splasher. The body of this device ® 
made entirely of rubber. Threads 
permitting quick and easy attachment 
to the faucet are molded in the rubber 
body. The only metal in this attach- 
ment is the small tin-plated disc that 
forms the strainer and which is 
cated inside the body and protected by 
by a rubber washer. 
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FOREST carte KENILWORTH 
Front Deor Set Front Door Set 
Wrought bronze Wrought 
or steel. One-key- or steel. One-key- 
oF Cast front lock way. Cast front lock 


474x3%. Back set 414x3%. Back set 
2% inch. 2% inch. 


For Discriminating Buyers 


These three beautiful designs are In the catalog all lock sets of the 
shown in the P. S. & W. catalog of same design are grouped together 
Locks, Knobs and Builders’ Hard- for quick reference. Illustrations 


ware. They suggest the variety and are clear. Description beneath each 
beauty of the entire line of Pexto picture is short, to the point—giving 
lock sets. And, remember, that all of all the facts you want to know ina 
the Pexto inside sets have standard hurry. 

keyhole and back set spacings. 





; Many new additions have been made 
Mortise Front Door Locks to our line of builders’ hardware— 
locks, inside and front door mortise 
sets, store door handles and_ locks, 
drop handle drawer pulls, etc. All 
goods shown in this book are made in 
Cleveland. 


At the right is the new P. S. & W. catalog on 
Locks, Knobs and Builders’ Hardware. Your 
customers will be interested in the new designs; 
One key operates both show chest something out of the ordinary. A 
night latch and lock postcard brings you the catalog. 


bolt. Size 4% x 3%. 
Aik tet kk ek, oe THE PECK, STOW & WILCOX CO. 


Back set 2%. inch. 
Perior construction throughout. Southington, Conn. Cleveland, Ohio 








Address all correspondence to Cleveland 
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Clarinda Direct-Drive 
Washer 


The Clarinda Lawn Mower Com- 
pany, Clarinda, Iowa, has recently 
added the Clarinda direct-drive power 
washer to its line of products. The 
manufacturer states that this machine 
has been planned and constructed ex- 
pressly for use with electric power. 

The power is of the noiseless, spiral 
gear, direct-drive type, and is ar- 
ranged in one compact unit. The 
power is transmitted from the motor 
direct to the main drive shaft by 
means of a carefully machined spiral 
gear. The worm is said to be of spe- 














The Clarinda direct-drive electric washer 


cially hardened high-grade steel, and 
is rigidly fastened to the electric motor 
shaft. Carefully arranged ball bear- 
ings take up the end thrust. A high 
grade of bronze is used in the manu- 
facture of the main drive gear, which 
is securely keyed to the shaft. All 
the main bearings are of the best 
grade of brass. 

The motive machinery of the Clar- 
inda is placed on the top of the tub, 
where it can be easily oiled, and where 
it is free from dust and dirt. All the 
gears and working parts are in addi- 
tion completely inclosed in dust-proof 
casings. 

This washing machine has a swing- 
ing, reversible ball-bearing wringer 
equipped with a safety release. The 
wringer, it is said, will run in any 
position and will swing clear of all 
obstructions far enough for the use 
of two tubs and a basket. The wringer 
can be used with either portable or 
stationary tubs. The motor is rated 
at % hp. 

The tub is made of selected cypress. 
The drain spout opening in the bot- 
tom is so arranged that the tub can be 
drained without the machine being 
tipped in any way. A standard %-in. 
hose nipple is furnished for connection 
with a drain hose. 
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Candle-Length Lamp 
Sockets 


The Cutler-Hammer Mfg. Com- 
pany, Milwaukee, Wis., recently origi- 
nated the “C-H” candle-length lamp 
sockets. In these sockets the stand- 
ard screw shell for receiving the lamp 
is placed at the top of a 4-in. candle, 
while the usual “C-H” push button 
mechanism and binding screws are at 
the bottom. This portion is identical 
with that used in the standard type 
of “C-H” socket. In place of the brass 
shell a tube of fiber, the color of a 
candle, is employed, which fits se- 
curely into the cap. This type of 
candle socket is very neat in appear- 
ance and can easily be wired. 

Two styles of “C-H” candle-length 
sockets are made. One is suited for 
ceiling or wall fixtures. The other is 
particularly adapted for portables. 
The latter style has an outlet in the 
side of the cap through which the 
cord is passed. By the use of one of 
these latter sockets and the addition 
of a shade, an ordinary candlestick 
can be quickly converted into an elec- 
tric table lamp. 

It is claimed by the manufacturer 
that the push button operation used 
with this socket has several points of 
advantage. The buttons are incon- 
spicuous; they operate by a slight 
pressure of the finger tips and on 
portables they eliminate the tendency 
to upset the lamps when the light is 
turned on. When desired these 
sockets can be furnished without the 
operating mechanism. 

Another addition is the new side 
outlet socket, “C-H” No. 7560. It is 
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The smaller illustration is of the “C-H” 
candle-length socket for cei ing or wall 
fixtures. The lamp illustrates the method 
of converting a candle-stick into a portable 
table lamp 
similar to the standard “C-H” brass 
shell lamp socket, except that it has 
an extra outlet in the cap, which pro- 
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vides passage for the lamp cord. The 
socket may be used in the same map. 
ner as the “C-H” candle-length | 
socket or the support for it may kk 
an old gas fixture, a rod or other 
solid pedestal instead of a pipe or 
tube, as is the case with the standard 
socket. Since no wiring is necessary 
for such fixtures, attractive table 
lamps or portables can be quickly 
made at very low prices. 


Jacketless Glue Pot 


The General Electric Company, 
Schenectady, N. Y., manufactures an 
electric jacketless glue pot. The main 
advantage claimed for this type of pot 
is that no attention is required to 
keep the jacket filled with water, as 
is the case when the jacketed type is 














The “G-E” electric jacketless glue pot 


used. This glue pot is said to keep 
the glue at the correct working tem- 
perature without overheating and to 
operate at a very low cost. 

It is made from a single aluminum 
casting. This material is used, the 
company points out, not only because 
of its remarkable qualities as a heat 
distributor, but also because the sur- 
face of the metal prevents the glue 
from sticking to the sides of the pot. 

The jacketless glue pot is made to 
operate at a maximum temperature 
of 180 deg. Fahr. It is said to main- 
tain an even temperature as long as 
the electric current supply is reason- 
ably constant. 


New Push-Pin Campaign 


The Moore Push-Pin Company, 
Philadelphia, Pa., has purchased 4 
Dodge automobile in order that the 
salesmen doing missionary work for 
the benefit of the jobbers throughout 
the country can cover the territory 
efficiently. 

Plans have been made to cover prac 
tically every town in the country of 
1000 population or more. The fact 
that a great many of these towns are | 
situated away from railroad centers 
has caused the above method of reach- 
ing them to be adopted. 
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Americas Biggest 
Fall Merchandise 
Display Is On 


It’s ready—the great Fall Merchandise exhibit 
looked forward to by more than two hundred 
thousand merchants as the signal to prepare 
for their Fall, Holiday and Winter profit-get- 
ting. In our various cities, on our sample 
floors, you can see NOW the merchandise of 
the world. Nowhere else in America is it 
possible to see so many major lines of goods 
conveniently displayed in one place. Not 
until you have inspected these goods can you 
get an adequate idea of what the markets 
everywhere have to offer you this year. You 
are invited. And it will be to your interest to 
come just as soon as you can conveniently 
do so. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


New York Chicago 
Minneapolis Dallas 

















National Touring Week 


Pur advertising manager of one of 
the big tire manufacturing com- 
panies suggested some months ago 
that big benefits would result to every- 
one connected with the automobile in- 
dustry and to car owners themselves 
if by some means automobile owners 
throughout the country could be in- 
duced to indulge more generally in the 
pleasures of touring. To this end he 
proposed to inaugurate a National 
Touring Week, and selected that of 
Aug. 6 to 13, inclusive, as the best 
time for the event. 

In order to give the necessary im- 
petus to the project, the preparation 
of a special newspaper page was au- 
thorized to be offered for free use 
wherever it could be handled during 
the week that has been designated. 
This page will not in any sense be an 
advertisement. It will consist of gen- 
eral articles on the pleasures of tour- 
ing, and it will have interesting pic- 
tures, maps, etc. Its one big purpose, 
we are informed, is to create interest 
in touring and to induce those who own 
ears to take advantage of the tour- 
ing opportunities that are presented. 
The page will be made over for the 
purpose of localizing it wherever it is 
used. In the New England edition, 
for instance, there will be articles and 
illustrations intended to show the 
pleasures of touring in that part of 
the country. There will be a special 
edition for California, another for New 
York, and so on, covering practically 
every section of the Union. 

If this project is a success, there is 
no doubt but that it will stimulate and 
create business in many different lines. 
The Touring Week page itself will 
offer an opportunity to publishers and 
merchants for special additional ad- 
vertising. 


Dillon Headlight Lens 


The Dillon Lens & Mfg. Company, 
Board of Trade Building, Wheeling, 
W. Va., has put on the market the 
Dillon headlight lens, the object of 
which is to provide a means of throw- 


ing the rays of light from the head- 
light to the ground. These rays, with 
those thrown laterally, give the opera- 
tor of the vehicle a long range of view 
without the usual glare. 

The center portion of the lens is a 
bull’s-eye to project the rays of light 
parallel with the ground. The clear 
surface extending over this bull’s-eye 
portion throws the light rays laterally 


The Dillon headlight lens 


and also to the ground. The lower 
clear portion of the lens is said to 
illuminate a wide area on both sides 
of the road. 

The lens is so constructed that the 
rays from the lower clear portion of 
the lens are met by those from the 
upper clear portion over the bull’s- 
eye, thus giving excellent illumination 
without any dark spots on the road. 

The retail price of the Dillon lens 
is $2.50 per pair. Various kinds of 
monograms may be added at small ad- 
ditional cost. 


J. A. CuTsHAw, who for the past 
fourteen years has been selling to 
the retail paint and varnish trade of 
Chicago and its vicinity, has recently 
joined the selling staff of the Moller 
& Schumann Company, manufacturers 
of “Hilo” varnish, Marcy and Flushing 
Avenues, Brooklyn, N. Y., and will 
represent this company in the same 
territory. 
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Carbonvoid 


The Carbonvoid Chemical Works, 
Bradley Beach, N. J., is distributing 
Carbonvoid, a flakelike substane, 
which, when mixed with gasoline, is 
said to eliminate carbon in intern 
combustion engines and to increase th 
mileage that would be secured from 
each gallon of gasoline if Carbonvoid 
were not used. 

When gasoline and lubricating oil is 
injected in the motor of an internal 
combustion gas engine, a_hydr- 
carbon gas is generated. The attio 
of Carbonvoid is to neutralize this gas, g 
thus destroying the carbon af its 
source. 

One teaspoonful of Carbonvoid is 
mixed with 5 gal. of gasoline. When 
this product is used it is claimed that 
the gasoline entering the cylinder 
should be cut down and the amount ¢ 
air increased at the carburetor. A 
dollar tube of Carbonvoid is said to be 
sufficient to treat 200 gal. of gasoline. 


Accessory Catalog in 
French and English 


Lariviere, Inc., 911 St. Lawrence 
Boulevard, Montreal Can. recently 
published a new catalog of automobile 
accessories. It is the tenth publica 
tion of this kind that. Lariviere has 
sent to the trade. In addition to th} 
excellent make-up of this catalog, one 
of its most notable features is the fact 
that each page is divided into two 
columns, one of which is printed it 
French and the other in English. 

The catalog is intended for distri 
bution to consumers. The printing is 
excellent and the cuts have beet 
chosen and arranged with care. 


Meyer Accessory Catalog 


The Joseph F. Meyer Company, 802 
812 Franklin Avenue, Houston, Tex 
has recently issued a new catalog 
automobile accessories for 1916 and 
1917. A trademark incorporating tht 
name and address is used at the to 
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Now!—In This New 
Attractive Package 


The Shaler Tire Repair Kit—the popular accessory that has 
been known for years to motorists everywhere through 
national advertising—is now packed in this new red package. 


This gives this well-known, quick-selling ac- 
cessory a distinct advantage, as this new pack- 
age is by far the most attractive ever designed 
for the use of tire repair kits. 

Both the Vul-Kit and Ford-Kit will come in this new 


striking box. Put them on your shelves—in your 
show case or window. They will make a fine display. 


Sold and recommended by all jobbers. 





Dealers: 


Dealers sold over 100,000 last year. 


Investigate the profit possibilities of Shaler Tire 
Repair Kits. They are needed by every motorist 
to carry in his tool box to eliminate tire trouble 
on the road and double his mileage. And the mo- 
torist must buy it from his dealers because no car 
comes equipped with a tire saving device. 

Write for dealer’s discounts—terms and information about 
the many selling helps furnished free, including display stands, 
posters, hangers, window displays, window cards and folders, 





C.A.Shaler Company, 1456 Fourth Street, Waupun, Wis. 


Oldest and Largest Vulcanizer Manu facturers Canadian Distributors—John Millen & Son, Ltd., Toronto, Montreal, Winnipeg, Vancouves 
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of each page. The illustrations and 
the general make-up of the catalog 
are excellent and the descriptions are 
complete. A full line of automobile 
accessories is shown in addition to 
tools and equipment especially de- 
signed for garage use. The entire 
catalog contains 252 pages, with a 
large section devoted entirely to ac- 
cessories for the Ford car. A special 
index is provided for this department. 
While this section shows a very com- 
plete line of accessories for this pop- 
ular-priced automobile, care has been 
taken to include only those articles 
that are of tried and proved value. 


Pennsylvania Tire Racks 


The Pennsylvania Rubber Com- 
pany, Jeannette, Pa., has recently 
brought out two new display racks, 
one for “Vacuum Cup” and one for 
“Ebony Tread” automobile tires. 

These racks are printed in colors 
and have a very attractive appear- 
ance. It is said that they will not 
buckle, bend or collapse as they are 
substantially constructed of very 
strong 15-ply cardboard. As shown 
in the illustration, an actual tire is 
inserted in the slot of the rack. The 














Two new display racks for automobile tires 


rack and tire firmly support each 
other, thus doing away with brackets 
and braces. 

Either or both of these new display 
helps will be sent, all shipping charges 
prepaid, to any Pennsylvania dealer. 


Des Moines Touring Tent 


The Des Moines Tent & Awning 
Company, Des Moines, Iowa, has added 
to its list of products an automobile 
touring tent. This is made to com- 
pletely cover the Ford car in addition 
to giving a place where camp cots 
may be placed. 

The tent is said to be made of fine 
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The Des Moines touring tent illustrated in position over a Ford car 


quality sail drill with the genuine 
Government khaki treatment. No 
poles of any kind are required. The 
tent is pitched over the top of the 
car and extends 7 ft. to the side. It 
is secured by guy ropes. The height 
of the tent wall is about 2% ft. 

This touring tent for Ford cars 
weighs but 25 lb. and can be rolled 
into a bundle 12 in. in diameter and 
24 in. long. If accommodations for 
more campers are desired, the tent 
can be built at both sides of the car 
at small additional cost. 


«Meeco” Automobile 
Creeper 


The Moeschl-Edwards Corrugating 
Company, Inc., Covington, Ky., has 
recently perfected the “Mecco” auto- 
mobile creeper. 

This accessory is built for use in 
either public and private garages. It 
has a smooth, steel, curved body and 
a soft head rest. The pockets on each 
side are convenient receptacles for 
tools, nuts, bolts or small parts. 

The “Mecco” automobile creeper is 
36 in. long and 20 in. wide. The sheet 
steel body is formed over a wood 
framework and is mounted on four 
strong, easy-running casters. The 
weight is 15 lb. The retail price 
is $2. 


Featherweight Aluminum 


Pistons 


The Featherweight Piston Company, 
11 Guyman Way, Pittsburgh, Pa., is 
manufacturing Featherweight alumi- 














The “Mecco” automobile creeper with side tool pockets 


num pistons for Ford cars.  Thege | 
pistons weigh 4 lb. per set in contrast” 
with the regular iron pistons with 
which the Ford car is origi 

equipped, and which weigh 12 lb. per 
set without rings and pins. The alum” 


A Featherweight aluminum piston for the 
Ford car 


inum pistons are said to greatly re 
lieve the load on the piston pin, con- | 
necting rod and crank shaft bearing, 
and to lessen vibration. 

The pistons are cast from high- 
grade aluminum alloy piston metal, 
with rings and pins ground to proper 
sizes and accurately fitted. Individu- 
ally cast rings are used that are of 
sufficient hardness to give long life 
and resiliency and yet not hard enough 
to score the cylinder. The tension is” 
said to be sufficient to prevent oil and 
compression leaking past the pistons. 


THE LITTLESTOWN HARDWARE & 
Founpry CoMPANY, Littlestown, Pa. 
has been incorporated with a capital 
stock of $5,000 by Luther D. Snyder, 
Emory H. Snyder and Sheldon K. 
Abel, all of Wrightsville, Pa., to man- 
ufacture light castings, toys and spe- ¥ 
cialties. 


THE R. L. C. SpeciALTy Company, 
Buffalo, N. Y., capitalized at $50,000, 
has been incorporated by R. L. Cary, 
D. D. Cary, Buffalo, and B. J. Craw 
ford, Gowanda, N. Y., to manufacture | 
automobile supplies, paints, oils and 
household specialties. 
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The Saturday Evening Post, 
Collier’s Weekly, Life, Lit- 
erary Digest, daily news- 
papers in all cities and bill- 
boards in all sections of the 
country will carry the Fisk 
message to every possible 
buyer of automobile tires in 
the United States. 


HESE advertisements form a 
part of the biggest, most 
intensive campaign on Fisk 
Red Tops we have ever 
attempted. The message, 

“Buy a Fisk Red Top Tire,”’ will be de- 
livered to every automobile owner in the 
country in July and August. The tire 
buyer will see it in his magazine, in his 
newspaper, on_ billboards—everywhere. 
Our advice to you also is ‘Buy Fisk Red 
Top Tires." Make this the time to get 
acquainted with the class of trade who 
buy this Quality Product. Become ac- 
quainted now with the kind of trade help 
that this company is in the habit of giving 
Dealers who handle our tires. This is an 
unequalled opportunity to associate your- 
self with something really big in adver- 
tising, and to get the profits that such a 
campaign makes for the dealers who have 
the foresight to take advantage of it. 
Write Dept. H immediately for nearest 
Fisk Branch and our attractive dealer 
proposition. 


THE FISK RUBBER Co. 


of N. Y. 
Chicopee Falls, Mass. 
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of each page. The illustrations and 
the general make-up of the catalog 
are excellent and the descriptions are 
complete. A full line of automobile 
accessories is shown in addition to 
tools and equipment especially de- 
signed for garage use. The entire 
catalog contains 252 pages, with a 
large section devoted entirely to ac- 
cessories for the Ford car. A special 
index is provided for this department. 
While this section shows a very com- 
plete line of accessories for this pop- 
ular-priced automobile, care has been 
taken to include only those articles 
that are of tried and proved value. 


Pennsylvania Tire Racks 


The Pennsylvania Rubber Com- 
pany, Jeannette, Pa., has recently 
brought out two new display racks, 
one for “Vacuum Cup” and one for 
“Ebony Tread” automobile tires. 

These racks are printed in colors 
and have a very attractive appear- 
ance. It is said that they will not 
buckle, bend or collapse as they are 
substantially constructed of very 
strong 15-ply cardboard. As shown 
in the illustration, an actual tire is 
inserted in the slot of the rack. The 














Two new display racks for automobile tires 


rack and tire firmly support each 
other, thus doing away with brackets 
and braces. 

Either or both of these new display 
helps will be sent, all shipping charges 
prepaid, to any Pennsylvania dealer. 


Des Moines Touring Tent 


The Des Moines Tent & Awning 
Company, Des Moines, Iowa, has added 
to its list of products an automobile 
touring tent. This is made to com- 
pletely cover the Ford car in addition 
to giving a place where camp cots 
may be placed. 

The tent is said to be made of fine 
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The Des Moines touring tent illustrated in position over a Ford car 


quality sail drill with the genuine 
Government khaki treatment. No 
poles of any kind are required. The 
tent is pitched over the top of the 
car and extends 7 ft. to the side. It 
is secured by guy ropes. The height 
of the tent wall is about 2% ft. 

This touring tent for Ford cars 
weighs but 25 lb. and can be rolled 
into a bundle 12 in. in diameter and 
24 in. long. If accommodations for 
more campers are desired, the tent 
can be built at both sides of the car 
at small additional cost. 


«“Mecco” Automobile 
Creeper 


The Moeschl-Edwards Corrugating 
Company, Inc., Covington, Ky., has 
recently perfected the “Mecco” auto- 
mobile creeper. 

This accessory is built for use in 
either public and private garages. It 
has a smooth, steel, curved body and 
a soft head rest. The pockets on each 
side are convenient receptacles for 
tools, nuts, bolts or small parts. 

The “Mecco” automobile creeper is 
36 in. long and 20 in. wide. The sheet 
steel body is formed over a wood 
framework and is mounted on four 
strong, easy-running casters. The 
weight is 15 lb. The retail price 
is $2. 


Featherweight Aluminum 
Pistons 


The Featherweight Piston Company, 
11 Guyman Way, Pittsburgh, Pa., is 
manufacturing Featherweight alumi- 














The “Mecco” automobile creeper with side tool pockets 


num pistons for Ford cars. me 
pistons weigh 4 lb. per set in contrast” 
with the regular iron pistons with 
which the Ford car is originally) 
equipped, and which weigh 12 lb. per) 
set without rings and pins. The alum- 7 
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A Featherweight aluminum piston for the 
Ford car 


inum pistons are said to greatly re- 
lieve the load on the piston pin, con- 
necting rod and crank shaft bearing, 
and to lessen vibration. 

The pistons are cast from high- 
grade aluminum alloy piston metal, 
with rings and pins ground to proper 
sizes and accurately fitted. Individu- 
ally cast rings are used that are of 
sufficient hardness to give long life 
and resiliency and yet not hard enough 
to score the cylinder. The tension is 
said to be sufficient to prevent oil and 
compression leaking past the pistons. 


THE LITTLESTOWN HARDWARE & 
FouNDRY COMPANY, Littlestown, Pa., 
has been incorporated with a capital 
stock of $5,000 by Luther D. Snyder, 
Emory H. Snyder and Sheldon K. 
Abel, all of Wrightsville, Pa., to man- 
ufacture light castings, toys and spe- 
cialties. 


THE R. L. C. SPECIALTY COMPANY, 
Buffalo, N. Y., capitalized at $50,000, 
has been incorporated by R. L. Cary, 
D. D. Cary, Buffalo, and B. J, Craw- 
ford, Gowanda, N. Y., to manufacture 
automobile supplies, paints, oils and 
household specialties. 
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HESE advertisements form a 
part of the biggest, most 
intensive campaign on Fisk 
Red Tops we have ever 
attempted. The message, 

“Buy a Fisk Red Top Tire,” will be de- 
livered to every automobile owner in the 
country in July and August. The tire 
buyer will see it in his magazine, in his 
newspaper, on_ billboards—everywhere. 
Our advice to you also is “Buy Fisk Red 
The Saturday Evening Post, Top Tires." Make this the time to .get 
Collier’s Weekly, Life, Lit- acquainted with the class of trade who 
erary Digest, daily news- buy this Quality Product. Become ac- 
papers in ail cities and bill- quainted now with the kind of trade help 
that this company is in the habit of giving 


boards in all sections of the Dealers who handle our tires. This is an 

country will carry the Fisk unequalled opportunity to associate your- 

message to every possible self with something really big in adver- 

buyer of automobile tires in tising, and to get the profits that such a 

the United States. campaign makes for the dealers who have 
the foresight to take advantage of it. 
Write Dept. H immediately for nearest 
Fisk Branch and our attractive dealer 
proposition. 


THE FISK RUBBER Co. 
of N. Y. 


Chicopee Falls, Mass. 





88 


“Crane” Engine-Driven 
Tire Pump 


The Bay State Pump Company, 275 
Congress Street, Boston, Mass., has 
recently announced to the trade the 
Crane engine-driven tire pump. 

The principal feature in the “Crane” 
pump is the special alloy packing 
ring. This ring is so arranged be- 
tween the cylinder and the piston, it 
is pointed out, that it stops the leak- 
age of all air or oil, thereby prevent- 
ing oil from passing into the air com- 
pression chamber and insuring the 














The “Crane” engine-driven tire pump 
delivery into the tires of air that is 
free from oil. 

The pistons are all ground to size. 
The crankshafts are drop forged from 
high carbon steel and are also ground 
to size. The connecting rods are made 
from a high quality bronze bearing 
metal. The splash method of lubri- 
cation is used. 

The “Crane” engine-driven tire 
pump can be installed without ma- 
chine work of any kind. Special at- 
taching brackets are provided that 
can be fastened to bolts or studs al- 
ready on the engine. These brackets 
are adjustable to allow for the vari- 
ations of automobile engines. 

All models of “Crane” pumps are 
furnished complete ready to install, 
including hose and pressure gage. 
The price of any model, including a 
special size for the Ford car, is $8. 


« Aer-in” Gasoline 
Economizer 


Ware Bros., 224 North Ada Street, 
Chicago, Ill., has reccently placed the 
“Aer-in” gasoline economizer on the 
market. This device ‘s made in the 
form of a plug that is screwed into 
a %-in. hole tapped in the intake 
manifold at the most central point 
relative to the intake valve in the 
cylinder and as close to the butterfly 
valve as possible. For cars equipped 
with the Stewart-Warner vacuum sys- 
tem, a special brass tee is provided 
which can be inserted in the mani- 


fold where the vacuum is taken and 
to which the “Aer-in” can be attach- 
ed. The same tee can be used where 














The “Aer-in” gasoline economizer 


there is not enough space to drill for 
a %-in. pipe hole as the tee requires 
only a %-in. pipe hole. 

Inasmuch as very few makes of 
gasoline motors have exactly the same 
compression or relative vacuum, the 
“Aer-in” is made in numbers varying 
from 14 to 22 and corresponding in 
tension to that which will be needed 
in vacuum inches on the particular 
car to which the “Aer-in” is to be at- 
tached. This device is so construct- 
ed, the company points out, that it 
automatically allows the _ correct 
amount of air to enter the manifold. 
The claim is made that the “Aer-in” 
will make a substantial saving in 
gasoline and that it will cause an 
engine to run smoothly and with al- 
most complete freedom from carbon 
deposits, because it allows almost per- 
fect combustion of the fuel. 

The “Aer-in” sells for $5 and is 
guaranteed for the life of the car to 
which it is attached. 


«“Waynelite” Headlight 
Concentrator 


The General Electric Company, 
Schenectady, N. Y., is distributing 
the “Waynelite,” a small transformer 
which when installed in the Ford car, 
receives current from the magneto in- 
cluded in the motor and delivers the 
current to the headlight lamps. Where 
this attachment is used the lamps 
should be wired in multiple instead 
of in series, as when the car comes 
from the factory. With the series 
wiring both lamps go out if either 
lamp fails. This is prevented by the 
multiple wiring of the “Waynelite” 
method. It is claimed that the “Wayne- 














The “Waynelite” headlight concentrator 


lite” will deliver a clear steady light 
at a speed as low as 10 miles an hour. 

The installation is simple. The 
only changes necessary are the adding 
of the “Waynelite,” a partial rewir- 
ing and the substitution of 6-volt 
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lamps for those of 9 volts supplig 
regularly on the Ford cars. 

The “Waynelite” is 3% in. wie 
3% in. high and 4% in. deep. Ity 
said to be practically waterproof, ay 
may be placed on the dash or unde 
the hood or floor boards. 


Bicycle Tire Display Rack 


The Pennsylvania Rubber Con 
pany, Jeannette, Pa., has recently 
brought out a number of attractiy 
display racks for the “Vacuum Cy’ 


and the “Three Star” line of biecye) 





pe 
f The Tire 

H WithThe 
% at 
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Guarantee] 
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Two display racks for “Vacuum Cup” @ 
the “Three Star” line of bicycle tires 


tires. These display helps are prim 
in colors and are substantially com 
structed of strong 15-ply cardboa 
An actual tire is inserted in the 
in the rack. The tire acts as a brad 
et and supports both itself and t 
rack. 


THE McQuay- Norris Mrc. (© 
PANY, St. Louis, Mo., manufacturer 
the Leak-Proof piston ring, has j 
completed an addition to its facto 
which increases the plant by one-thint 
It has 100 ft. of frontage on Loci 
Street in the heart of the automo 
district. The new addition will be¢ 
voted exclusively to the manufact 
of “Leak-Proof” piston and “Lyni 
pistons for Ford cars. 


THE PREMIER AUTO NoveLty MI 
ComPANY, INC., 375-377 West Broat 
way, New York City, has recen 
published a 48-page illustrated cat 
log of Premier tennis racquet cove 
racquet cases, racquet presses, an 
supports, golf bags, caddy bags, bat 
ing suit bags, motorboat pillows, sk# 
bags, leggings, puttees and oth 
goods of similar character. 


MoLLeR & SCHUMANN CoMP 
Marcy and Flushing Avenues, Broé 
lyn, N. Y., held a_ successful 
days’ sales convention in Chicago, 
17 to 19. This session was attet 
by all the men of the selling staff i 
the Chicago branch as well as # 
from the New York office. 
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ha: One Gallon 
of Gasoline 


Now Ready for FORDS— 
New STROMBERG Carburetor 


Think of it—37 4/10 miles on one gallon of gasoline! 
The most astonishing official Ford economy record ever made. 374/10 
miles under practically the same conditions as you run your Ford—and then accel- 
erated to 43 miles per hour with perfect smoothness—a record that proves absolutely that 
here at last is a Carburetor which actually will reduce gasoline expense for Ford owners 


In an official test, observed by the A. A. A., a New Stromberg- 
equipped Model T 1915 Ford with three persons and weighing 2170 lbs., traveled 


exactly 37 4/10 miles on one gallon of gasoline—a feat heretofore considered impossible. 


Besides reducing your gasoline bills, this wonderful new Car- 
buretor is constructed so that it will eliminate your starting. difficulties. It 
starts the motor with a few turns of the crank even in the coldest weather. 


A Great Opportunity for Dealers 


The New Stromberg Carburetor fills the one great need of all Ford owners. 
Contracts are already made for large advertisements in the big National Magazines, big 
city Daily and Sunday newspapers, the Farm Journals, and the National Auto- 
mobile Trade Publications—reaching practically every Ford owner in America. As a 
result of this tremendous broadside of National Advertising, the New Stromberg Car- 7 
buretor for Fords will sell like lightning. If you are a wide awake dealer, you will STROMBERG 
order a supply now and let your customers know that you have them. MOTOR DEVICES CO. 
If you are a dealer write for liberal dealer's offer and adver- —s alm St. | 
tising plan. If you own a Ford get a New Stromberg for your own 


. The ice is . te wi é attac nts which send me on your 
car. The price is only $18, complete with all attachments. Money Back Guaran- 


Enclosed find $18 = | 
° : tee New Stromberg Carbure- 
Mail the order coupon at right. 


tor for my Ford. 


STROMBERG MOTOR DEVICES CO 


Dept. 8 64 E. 25th Street 
CHICAGO, ILLINOIS 


.—If you do not order now, mail this 
Coupon for Free Literature. 


New STROMBERG Does it! 
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NOTES OF THE RETAIL HARDWARE 


POSEYVILLE, IND.—Charles Nix, dealing in implements, 
is erecting a large concrete building to house his implement 
stock. Catalogs requested. 


TWELVE MILE, IND.—The Fulton Implement & Hard- 
ware Company stock is now owned by Friend & Kinzie, who 
request catalogs on the following: Automobile accessories, 
baseball goods, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, churns, cream separators, 
cutlery, dynamite, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, harness, heating stoves, heavy farm 
implements, lubricating oils, mechanics’ tools, oil cloth, a 
oils, varnishes and glass, poultry supplies, prepared roofin 
pumps, ranges and cook stoves, sewing machines, shelf har 
ware, silverware, wagons, buggies and washing machines. 


BAGLEY, IOWA.—A. E. Thorp has purchased the hard- 
ware stock of Steers Bros. & Schnepp. 


SPRINGFIELD, MASS.—The interest of Mr. Berman in 
the firm of Berman & Cohen has been bought by Morris A. 
Cohen, who will continue the business at the same location. 


HAMTRAMCK, MICH.—Stanley Dembrowski has moved 
into his new store at 2228-2232 Jos. Campau Avenue, where 
a complete stock of builders’ hardware and furniture is 
carried. 

JASPER, MINN.—H. B. Ellefson has disposed of his stock 
to Edwin Hauger. 


NORTHFIELD, MINN.—The J. L. Crandall furniture and 
hardware store has recently been opened. A stock of base- 
ball goods, fishing tackle, mechanics’ tools, washing ma- 
chines, linoleum, rugs, etc., will be carried. Catalogs re- 
quested. 


BERGER, MO.—Herman Wedepohl, who has been in busi- 
ness for the past 35 years, has sold out to Bade Bros. The 
new owners request catalogs on belting and packing, buggy 
whips, builders’ hardware, cream separators, cutlery, dyna- 
mite, fishing tackle, galvanized and tin sheets, harness, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes an lass, 
plumbing department, prepared roofing, pumps, shelf rd- 
ware, wagons and buggies. 


LINN, MO.—-F. C. Melin has succeeded Balkenbush 
Brothers, and requests catalogs on a general line of hard- 
ware. 


SALISBURY, MO.—The Hunker Hardware Company is 
purchaser of the stock of builders’ hardware, children’s ve- 
hicles, fishing tackle, lubricating oils, washing machines, 
pumps, etc., of F. E. Duckett & Co. 


GRASS RANGE, MONT.—The Pioneer Implement & Auto 
Company has been incorporated with a capital of $10,000 by 
A. R. Mackenzie, Ebba Mackenzie and I. R. Elliott. Catalogs 
requested on gas engines, motor trucks and cream separators. 


GREAT FALLS, MONT.—W. H. Sheeran, proprietor of the 
Sheeran hardware store, has disposed of his stock to J. M. 
Charteris, who will continue under the name of J. M. Char- 
teris, Hardware. 


CENTRAL CITY, NEB.—J. H. Withrow has disposed of 
his interest in the firm of Bishop & Withrow to Vernon Mc- 
Donald, and the name has been changed to Bishop & 
McDonald. 


DODGE, NEB.—The Hruby & Stanek hardware store has 
been sold. Fritz & Swoboda, the purchasers, request catalogs 
on hardware. 


ULYSSES, NEB.—T. A. Baumgardner's 
Ulysses Hardware Company has been bought 
som. The firm name will remain unchanged. 


VERDIGRE, NEB.—The implement stock of Frederick 
Sandoz is now owned by E. C. Sandoz. 

HENDERSON, N. C.—The new stores of the Watkins 
Hardware Company on Breckenridge Street have been com- 
pleted, and are now occupied with a full stock of belting and 
packing, churns, aparting seen. silverware, shelf hardware, 
etc. The company does th a wholesale and retail business. 

BROCKET, N. D.—Ernest and Paul Schuldt have bought 
the hardware and lumber stock of F. H. Stoltze. 

CARSON, N. D.—George Olson has sold a half-interest in 
his business to Ernest Stith, and the firm name has been 
changed to Olson & Stith. A line of cream separators has 
recently been added to the stock. 

egg tees N. D.—The implement stock of Marker & Law- 
son has been bought by Covlin & Leng en Catalogs re- 
quested covering automobile ren pugsy whips, build- 
ers’ hardware, cream separators, galvaniz and tin sheets, 
gasoline engines, harness, heavy farm implements, heavy 
hardware, lubricating oils, mechanics’ tools, pumps, wagons 
and buggies. 

BROOKLYN, N. Y.—The Gorden Hardware Company, Inc., 
7505 Fifth Avenue, has been incorporated to deal in bath- 
room fixtures, building paper, cutlery, dog collars, ne 
stoves, shelf hardware, etc. The capital stock is $10, 

BROOKLYN, N. Y.—Bernard Koenen, Inc., sonal 1486 
Myrtle Avenue, has been incorporated with a capital of 
$5,000, by A. Sellon, B. Yehl and B. Koenen to do both a 
wholesale and retail business in the following lines: Automo- 
bile accessories, builders’ hardware, building paper, cutlery, 
fishing tackle, heavy hardware, lubricating oils, mechanics’ 
tools, prepared roofing, shelf hardware, etc. 

POUGHKEEPSIE, N. Y.—John D. King, dealing in auto- 
mobile accessories, and the W. H. Lyall Company have con- 
solidated. The new concern will be known as . H. Lyall 
& Co., Inc., and John D. King will be general manager. e 
business is wholesale and retail. 

MARION, OHIO.—H. W. Joseph & Sons have become the 
owners of the hardware store on East Center Street. The 
new firm is composed of H. Joseph and his two sons, E. 
M. and Berton J. Joseph. The firm’s business, wholesale and 
retail, will comprise the following, on which catalogs are re- 
quested : baseball goods, belting and pene. buggy whips, 


interest in the 
by J. C. Fol- 


builders’ hardware, building paper, churns, cream sepa 

tors, cutlery, dairy supplies, dynamite, electrical household: 
specialties, fishing tackle, heat yy stoves, heavy hardware, 
home barbers’ supplies, linoleum, lubricating oils, mechanicg” 
tools, paints, oils, varnishes and 1 prepared roofing, 
pumps, ranges and cook stoves, shelf hardware, silverware, 
sporting goods and washing machines. 3 


MILLERSPORT, OHIO.—Bail & Silvus have opened @ 
hardware store here, dealing in automobile accessories, builds 
cil a, rah cutlery, ete. Catalogs requested on gene 

ardware 


RICHWOOD, OHIO.—Shipley & McAllister, who have bee 
conducting a hardware business for some time, have diss 
solved partnership. Mr: J. A. Shipley has purchased Mr 
McAliister’s interest, and will continue under his own name: 
He recently opened a branch store at Magnetic Springs. 


WEST LAFAYETTE, OHIO.—C. E. Walters & Co. have) 
succeeded the Davis Hardware & Supply Company. : 


CHECOTAH, OKLA.—The J. O. Price Hardware Company) 
has been incorporated with a capital of $12,500. The in- 
Serpernnies are J. O. Price, Albert McKinney and B. A, 
*rice. 


CHAMBERSBURG, PA.—The store of A. L. Sherk has been 
entirely remodeled and improved. Additional space has been 
given to sporting, goods, and a hws 4 stock added. It is the 
intention of the proprietor to specialize on fishing tackle in 
the new department. The store has a frontage of 21 BS 
on Main Street. A new corner window has been added so 
long, with a vestibule 11 ft. deep. A modern well- slighted 
front has been installed. The hardware store is situated in as 
location that has been occupied by a hardware business for’ 
nearly a century. The business had changed hands many ™ 
times until 1897 when it came into the possession of they 
present owner. 


LEWISTON, PA. —Walter Fosnot has purchased the busi-~ 
ness of J. B. Selheimer, which in future will be known as” 
the Mifflin oe Hardware Company. The business wags™ 
established in 1848 by the late J. B Selheimer, and for the 
past 25 years has been conducted by his son J. M. Selheimer, © 


NORRISTOWN, PA.—The hardware and tin roofing busi- ~ 
ness of Neiman & Frey will hereafter be known as the Nie-— 
man & Frey Hardware Company. 


SHAMOKIN, PA.—Keiser Brothers have sold their stock of | 
electrical household specialties, furnaces, lubricating oils,” 
galvanized and tin sheets, etc., to the Pennsylvania Salvage > 
Company. They will continue their plumbing, tinning and” 
heating business on North Market Street. 


TAMAQUA, PA.—The Hadesty Hardware Company, Inc.,” 
has been incorporated with a capital stock of $10,000. The? 
concern’s business will be a wholesale and retail one in th 
following lines: Automobile accessories, baseball goods, ee 
room fixtures, belting and packing, bicycles, pager = 
builders’ hardware, building paper, children’s vehicles, Be ve 
cream separators, cutlery, dairy supplies, dog collars, electri-~ 
cal household specialties, fishing tackle, ‘furnaces, galvanized 
and tin sheets, gasoline engines, hammocks and tents, heating 
stoves, heavy farm implements, heavy hardware, home bar- | 
bers’ supplies, kitchen housefurnishings, lime and cement, lino- 
leum, lubricating oils, mechanics’ tools. oil cloth, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, * 
prepared roofing, pumps, ranges and cook stoves, refrigera- 
tors. sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, toys, games and washing machines. 


UNIONTOWN. PA.—Guy B. and Samuel Gilmore haven 4 
purchased the Rush interests in the firm of Rush & Rhoades, 
Gilmore & Rhoades will be the new firm name. 4 


ARTESIAN, S. D.—The Artesian Implement Company, com- 
posed of H. M. Roberts and G. M. Bennett, is successor to ™ 
Larson & Varland. 


ALPENA, 8S. D.—Harry G. Nelson is purchaser of the ™ 
Childs hardware stock. Automobile accessories and sewing 
machines have been added. Catalogs requested on automo- | 
bile accessories and stoves and ranges. 

BIJOU HILLS, 8S. D.—The W. A. Thwing & Son stock of 
automobile accessories, baseball goods, children’s vehicles, 7 
fishing tackle, linoleum, hammocks and tents, etc., has been 
sold. Creamer Bros., the purchasers, request catalogs on 7 
farm tractors and machinery. : 

BRITTON. 8S. D.—Tom Holliday has bought the imple- 
ment stock of C. B. Kenny. 

FLANDREAU, 8. D.—Knudson & Olson have engaged in 
the hardware business here. Their stock will comprise buggy — 
whips, builders’ hardware, children’s vehicles, churns, cutlery, — 
fishing tackle, heating stoves, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, pumps, ranges and ~ 
cook stoves. refrigerators, shelf hardware, silverware, sport- | 
ing goods and washing machines. Catalogs requested. 

MILBANK, 8S. D.—The Lanphier stock of baseball goods, © 
bathroom fixtures, belting and packing, bicycles, buggy whips, — 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy | 
supplies, dog collars, dynamite. fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline e es, harness, heating ~ 
stoves, lubricating oils, mechanics’ tools, paints. oils, var-— 
nishes and glass, poultry supplies, prepared roofing, pumps, — 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, wagons, buggies and 
washing machines is now in the possession of J. C. Tessin, © 
who requests catalogs. 

MELISSA, TEX.—Paris & Co. now own the hardware and | 
furniture business of J. O. McMurray. 

PARIS. TEX.—The Varner-Allen Hardware Comeasy, nasi 
been incorporated with H. A. Varner as president, V. W. Hay- ~ 
good, vice-president, and T. R. Allen, secretary and ‘treasurer. 

ROCKDALE. TEX.—The Henne & Meyer Company has 
bought the Evans Hardware Company’s stock and moved ity 
to its Cameron store. : 








